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out of life insurance than anybody else 


An unusual and helpful analysis 
by WM. J. GREDE 


President, The National Council of Young 
Men’s Christian Associations; 
President, Grede Foundries, Inc. 


VER the years I have seen the 
value of life insurance from 
three vantage points. First, as a policy- 
holder. I began my program as a very 
young man, and have been thankful 
for the youthful wisdom—or perhaps 
luck—that prompted my early start. 
**Second, as an employer. I have 
seen what owning life insurance can 
mean to a man’s personal advance- 
ment. The sense of security not only 
makes him a happier individual but 
also a better producer. In providing 
for the future, he is likely to be a bet- 
ter provider for the present. 

“Third, through working with young 
people, I know well how life insurance 
helps in forming character. In building 
a program of life insurance, the young 
man affirms an important and basic 
principle: a man’s responsibility to do 
for himself. And he exercises those 
God-given virtues of discipline, thrift 
and prudence which always will be 
essential to real success in life.” 
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WHY POLICYHOLDERS ARE 
SO LOYAL TO 
NORTHWESTERN MUTUAL... 


i. company is one of the largest in 
the world, with a reputation for low net 
cost, and 95 years’ experience. 

This emphasizes that there are significant 
differences among life insurance companies. 
It is one reason why each year nearly half 
the life insurance issued by this company 
goes to those already in the Northwestern 
Mutual “family.” 

Have you reviewed your life insurance 
program within the last two years? You'll 
find a distinct advantage in calling upon the 
skill and understanding of a Northwestern ; 
Mutual agent. j 


KARSH, OTTAWA 


A NORTHWESTERN MUTUAL PoLicyHoLper Since 1919. Mr. Grede began his life insurance program 
with this company at the very outset of his business career and today owns several policies. 


/he NORTHWESTERN MUTUAL 2% Aesurance Company 


MILWAUKEE, WISCONSIN 


FRIDAY, MAY 15, 1933 























ANOTHER 
JEFFERSON STANDARD 








PLUS: 





JEFFERSON STANDARD provides more income per insurance dollar invested for policy- 
holders and beneficiaries. 


HERE IS AN ACTUAL CASH COMPARISON: 
John Blake and Charlie White owned the same amount of life 
insurance... BUT... 
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2% 9% on policies cur- | 
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John Blake’s widow received $50 monthly Charlie White’s widow received $50 
‘for 21 years and 5 months from a $10,000 monthly for 26 years and 11 months from 
life policy. a $10,000 Jefferson Standard life policy 
| .-- $3,300 more! 


WHY? Because JEFFERSON STANDARD pays 4% interest on funds held in trust under 
settlement options. 












Jefferson Standard LIFE INSURANCE Co. 


HOME OFFICE: GREENSBORO, N.C. 











CAY you TOP THI2? 


i 


For particulars write ta WM. D. HALLER, } 
Vice President and Agency Manager 






for Sales Ammunition 


A Juvenile Policy just like Dad's 
. extremely low rates with 
ADULT-POLICY COMMISSIONS! 


Sales Designed 

© AGE 5 $8.87 

©@ AGE 10 = $10.45 

@ AGE 15 = $12.02 
Fuli death benefits at age 1 
Paid up at 65 years of age 










WNL agents receive a steady 
flow of printed “sales tacks’’ — 
idea-packed letters, cards, folders 
and booklets to help them pin down 
their sales story. Each piece has a strong 





selling point. 





This flow of ideas is one of the reasons for 
U N i T LJ D our record growth. If you are interested in joining 
LIFE AND ACCIDENT one of the fastest growing insurance companies in 
INSURANCE COMPANY 


: 
| 





the Middle West, write or phone our Agency Department. 


Concord, New Hampshire 








WISCONSIN NATIONAL LIFE INSURANCE COMPANY 
HOME OFFICE: Oshkosh, Wisconsin 
General Agency Openings in Wisconsin, Michigan, Illinois, Indiana, and Mi t 
First Legal Reserve Stock Life insurance Company Incorporated in Wisconsin 
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N.Y. Department 


‘Jumping Juvenile’ 


Companies Protest Proposal, 
Say Statute Clearly Permits 
5-for-1 Gains at Age 21 


NEW YORK—At a hearing called by 
the insurance department here to con- 
sider adoption of a ruling on juvenile 
policy amounts, particularly the kind 
that increases five-fold at age 21, 
representatives of companies argued 
that if the department carried out its 
proposal, it would be creating legisla- 
tion and not interpreting it. One con- 
cern of the department is the high 
lapse rate on five-for-one policies, 
but company people explained that 
one use of the policy is to provide cash 
for the youngster at age 21 when he 
assumes title to the policy and its pro- 
ceeds, for educational or other pur- 
poses. Consequently it is bound to 
have a fairly high lapse. 

The tentative proposal of the depart- 
ment is to adopt a ruling that the 
amount of any deferred insurance 
provided in a juvenile policy which 
becomes effective after age 14 years 
and six months be subject to the limits 
specified in paragraph (a) of subsec- 
tion 2 of section 147 of the insurance 
law. This is a limit of 50% of the in- 
surance on the life of the person who 
effects the insurance on the minor. 


Eldon Wallingford, assistant gener- 
al counsel of Life Insurance Assn. of 
America, who appeared for that or- 
ganization and for American Life Con- 
vention, said the ruling proposed would 
be inconsistent with the statute and 
not an appropriate subject for regula- 
tion by the department, since the pow- 
er of the superintendent to interpret 
provisions of the insurance law does 
not carry with it power to legislate. 
Section 147 clearly indicates no limit 
is intended after age 14%, and the 
legislative history of the section con- 
firms this conclusion. The proposed 
tule is an attempt to legislate in an 
area not touched on by the statute. 

Raymond Harris, deputy superin- 
tendent and counsel of the department, 
who conducted the hearing, said the 
department recently has received a 
number of juvenile policy forms call- 
ing for insurance above the legal lim- 
its. The department has approved sev- 
eral such forms but there is a serious 
question if they do not violate the in- 
tent of section 147. That section, he 
noted, was adopted in 1940 after a 
period in which large amounts were 
written on the lives of children when 
the parent was underinsured. Much of 
this business, perhaps 85%, on minors 
was of the endowment variety and 
placed a disaproportionate economic 
burden on the breadwinner. It was in- 
timated by the department that the 
hewer forms being sold juveniles to- 
day are moving in the same direction, 
that the five-for-one and other forms 
on minors are expensive policies 
(CONTINUED ON PAGE 19) 
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Final MDRT List Brings ‘53 Fear Tax Effect of 


The final installment of the 1953 
Million Dollar Round Table roster 
carried 527 names to bring total mem- 
bership to an all-time high of 1,240, 
a gain of 175 over last year, according 
to William T. Earls, Mutual Benefit 
Life, Cincinnati, M.D.R.T. chairman. 
The installment released in February 
carried 289 names and that in March, 
424. 

The current list reads similar to a 
“Who’s Who” in the life insurance in- 
dustry. 

Qualified for the 24th time, which 
ties him in largest number of times 
qualified with Jacob Shoul, Mutual 
Life, Boston, is Maurice Linder of 
Travelers, New York City. 

Next in line in number of years 
qualified with total of 19 qualifications 
is L. A. Spencer, Equitable Society, 
Youngstown, O. Mr. Spencer is one of 
the original members of the Round 
Table which was organized in Memphis 
at the 1927 convention of N.A.L.U. 

Other noted life insurance men who 
qualified, all past M.D.R.T. chairmen, 
are: Robert P. Burroughs, National Life 
of Vermont, Manchester, N. H., and Ron 
Stever, Equitable Society, Los An- 
geles, both qualifying for the 18th time; 
Paul W. Cook, Mutual Benefit, Chicago, 
qualifying for 17th time; and Harold 
Parsons, Travelers, Los Angeles, quali- 
fying for 16th time. 

Max Matson, Mutual Benefit Life, 
Cleveland, who qualified for the 17th 
time, was one of the largest writers in 
the country in personal business, ex- 
clusive of pension trust, with a paid 
volume in excess of $5 million. This 
made him the Mutual Benefit leader 
and set a company record. Ben Ruhl, 
Northwestern Mutual, Detroit, qualified 
for the 16th time. 

Also included in the list is David B. 
Fluegelman, Northwestern Mutual, 
New York City, president of N.A.L.U. 
His qualification along with the tre- 


mendous responsibility and work-load 
of his association job was considered a 
remarkable accomplishment. 

The M.D.R.T. convention, scheduled 
for June 29-July 2 at White Sulphur 
Springs, W. Va., will open with a re- 
ception honoring the first time quali- 
fiers. 

The following list includes 109 first- 
time qualifiers, 25 life and qualifying 
first-time, 181 life and qualifying, 132 
life and 80 qualifying repeating. 


QUALIFYING FIRST TIME 


Philip F. Anderson, Columbus Mutual, San 
Francisco; Roy J. Bayless, Equitable Society, 
Colorado Springs; Ferrel M. Bean, John Han- 
cock, Chicago; Robert H. Bible, Prudential, 
Morristown, Tenn.; Dwight Black, Franklin 
Life, Columbia, S. C.; Jerome L. Block, inde- 
pendent, Las Vegas; Frank J. Brennan, Pru- 
dential, Kinston, N C.; Leslie O. Bruckschen, 
Massachusetts Mutual, Chicago; Thomas E. 
Burke, New England Mutual, Boston; Sam C. 
Campbell, American Guaranty Life, Roseburg, 
Ore.; Robert Casey, Northwestern Mutual, 
Dayton. O.; George B. Chapman, Jr., Aetna 
Life, Cleveland; Earl J. Christy, Occidental 
Life, Detroit; Ralph Cohen, Security Mutual 
Life, Boston; Bert E. Corporon, Pacific Na- 
tional Life, Los Angeles. 

Cornelius A. Craig, II, National L. & A., 
Nashville; Paul S. Culpepper, Life of Virginia, 
Augusta, Ga.; Laurent Dauphinais, LaSolidar- 
ite, Cte Terrebonne, PQ., Canada; Wesley L. 
Dooley, Equitable Society, Pasadena; Richard 
G. Dower, Aetna Life, Syracuse; H. Russell 
Drowne, Jr., Gonnecticut General, New York; 
Robert B. DuVal, Home Life, Baltimore; 
George Feldman, Berkshire Life, Miami; 
Robert A. Files, Northwestern Mutual, Cleve- 
land; Albert G. Foster, Jr., National Life, At- 
lanta, Ga.; Morton H. Franklin, New York 
Life, Cleveland; Bill W. Frederick, National 
Life, Atlanta, Ga.; Carl T. Gauck, North- 
western National, Fairmont, Minn.; Joe H. 
Gerson, Equitable Society, Atlanta, Ga.; Hal 
T. Gillen, Northwestern Mutual, Newark. 

Norman N. Gortz, Union Central, New York; 
William H. Gould, Massachusetts Mutual, Los 
Angeles; O. Alfred Granum, Northwestern 
Mutual, Amery, Wis.; rt Harper, 
Minnesota Mutual, Denver; H. Loree Harvey, 
Equitable of Iowa, Kalamazoo, Mich.; Thomas 
R. Hawkins, Equitable of Iowa, Jackson, 
Mich.; Harry Herlich, Crown Life, Montreal, 
Que.; Ralph H. Hester, Pan-American Life, 
Jackson, Miss.; Frederick C. Hirons, Union 
Central, Cincinnati; Walter J. Hodes, North- 
western Mutual, Cleveland; Richard R. Hoff- 
man, Bankers Life of Iowa, St. Louis; Robert 
J. Hollman, Acacia Mutual, Newark; J. M 

(CONTINUED ON PAGE 16) 





Late News 


Bulletins... 








House Committee Public Hearings Date Set 


Chairman Reed of the House Ways and Means committee announced it will 
begin public hearings June 16 on recommendations relating to tax revision 
problems. He listed 40 items subject to hearings, including: Deduction of 
medical and dental expenses (such as problems relating to the 5% minimum, 
the maximum dollar limits, and the coverage of the deduction); employe 
death and disability benefits; the 3% annuity rule, stock options and deferred 
compensation plans; pension and profit-sharing treatment provided by sec- 
tions 165 and 23 (P); income tax treatment of estates and trusts; gift and 
estate tax problems; retirement funds for self-employed and others not covered 
by existing pension plans, and exclusion of pension and retirement income for 


specific types of employes. 


Texas Insurable Interest Bill Now Law 


A switch in tactics appears to have been responsible for clearing the last big 
hurdle to passage of the Texas insurable interest bill, which was signed by 
Gov. Allan Shivers May 12. A topic of debate for several legislative sessions, it 
passed the house every time it came up but was killed in the senate. This time 
its backers pushed it through the senate first and the house came through as 


as usual. 


Now there may be named any beneficiary chosen and the beneficiary may 
assign his rights. Also, contracts already in force may be amended to include 
any beneficiary. Previously the insurable interest included only cases where 

(CONTINUED ON PAGE 24) 


Hints It May Stop Membershipto Record 1240 Rush to Form New 


Texas Companies 


Oil Money Seeking 
Sheltered Investment Seen 
Jeopardizing Insurers’ Rights 


There is quite a good deal of con- 
cern among life company executives 
about what the creation of seemingly 
limitless numbers of new companies in 
Texas is going to do to the entire life 
insurance business. 

This concern has nothing to do with 
the possible competition these new com- 
ers might provide. Rather, it’s rooted 
solely in the fear that the public and 
the taxing authorities will be led to 
believe that ownership of a life insur- 
ance company is such a comfortably 
tax-sheltered investment that the fed- 
eral income tax laws had better be 
made a lot tougher both as respects in- 
come to companies and income realized 
by individuals as capital appreciation 
on life insurance company stock. 

For there’s little doubt that most of 
the Texas oil and cattle millionaires 
who are forming or buying life com- 
panies are attracted not only by the 
almost fool-proof soundness of the 
business but also by the tax advantages 
that ownership of a life company ap- 
pears to offer to a wealthy man. One of 
these is the 642% tax that life com- 
panies pay on investment income in 
lieu of the regular corporate rate on 
earnings. The other is the “built-in” 
capital gains feature characteristic of 
a new or rapidly expanding life com- 
pany. 

The first attraction is apparently the 
less important to the wealthy who are 
looking for a good place to invest a 
chunk of riches. But it’s the one that is 
causing the life insurance industry the 
most concern. The 64% tax was 
evolved to the fair equivalent of the 
regular corporate rate and was adopted 
in recognition of the special long-term 
nature of the life insurance business 
which makes it virtually impossible 
to determine until a long time later 
how much of a profit a company had 
in a given year and in some circum- 
stances whether it even had a profit 
at all. 

Because of this long-term character- 
istic, it is important to the business to 
have a special income tax basis. But 
if it appears that shrewd investors are 
regarding the special basis—either the 
612% tax or whatever might be sub- 
stituted for it—as a way to get ahead 
of the tax collector, there is a danger 
that the income tax people would in- 
sist on an end to any special basis. The 
result could well be an actual discrimi- 
nation against the life insurance busi- 
ness through attempting to force it into 
a tax pattern adapted to corporate 
business operating on a _ relatively 
short-term basis. 

The long-term capital gains feature 
inherent in an expanding life company 
far overshadows, for a wealthy owner, 

(CONTINUED ON PAGE 20) 
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Agents Like Pru'‘s 
Non-Can A. &H. 
Line, Thaler Reports 


NEW YORK—The guaranteed re- 
newable feature of Prudential’s in- 
dividual hospital insurance policy has 


NEW YORK—The price—in terms 
of effort—of converting an agency to 
an estate-planning basis of selling life 
insurance is substantial, but the re- 
pr pet —— he ag ag — wards are out of se 5 iy the 
a sales tool, while the price, according to Samuel L. Zeigen, 
company eed Sn Se ma 4 mere — of Provident Mutual in 
premium rates has > New York City. 
said Alan M. Thaler, general manager The rewards are great, not only 
of the sickness and accident depart- for the producers, but for the gener- 
ment of Prudential, at the Bureau of 9) agent as well, says Mr. Zeigen, whose 
A. & H. Underwriters educational sem- agency is a spectacular example of 
peo —~ 1 id th mpeny has the successful use of estate-planning. 

r. aler sal 2 His agency’s estate-planning cases 
carefully explained to its agents in its noni satire $166,000 per a in 
training program the reasons for re- ihe jast year. This is well over $100,- 
serving the right to change rates. It 000 per life, as the average was 1% 
doesn’t mean the right to experience- lives per case. 
rate on an individual basis but only Mr. Zeigen warns, however, that 
that if a new rate table is established, the shift to estate planning should be 
everybody that it applies to will p ae made gradually. It should be inte- 
the new rates, The individual cannot grated with the ageney’s existing sys 

. : e tem of doing business. Also, since the 
fear his rate will be —" because attitude of the manager or general 
he may become uninsurable ig mat agent must determine the ultimate sue 
instead of the usual 10 times, it pays mice plage oh we pono — 
five times the daily hospital benefit sinnne of anteincahenntan bebate ins 
for operating room, laboratory, etc.,for P° ‘ p : 
confinements of one day with gradual ing to get his agents to accept this con- 
increases so that up to 15 times the pret ong general agent must set the 
daily hospital benefit is paid for con- ay AO a a 


: : ital ; ; 
tinements of 36 days or more. Hosp ning case as one in which the pros- 


surgical contracts include a polio 
seat aerate to avoid expense of Pect’s total assets are analyzed. Ordi- 


: : ; narily this is the type of case in which 
——- Het handling and ‘posible the client’s other assets far exceed his 
eee. " 2 life insurance. 
ini, the bureau’s group ; Bsa ale 
PrP ee ae that early It is a ——- according 
experience on the pilot test of the to Mr. eigen, to keep ne ening one 2 
nies’ hospital admissions plan circle of friends among lawyers an 
teins O.. “can certainly be 2¢countants. An agent should get to 
ri satisfactory, with the achieve- know toll gpt — a 
ment to date giving indications of real man hea month. is exten e 
s in this field.” From July 1, 28ent’s prestige and increases the 
1952, to Dec. 31, 1952, out of an es- Chances of business being recom- 
timated 90% hospital insurance claims mended in the future. 

id in the Columbus area by par- It also educates the lawyers and the 
= ting companies, 22% of the accountants among the agent’s friends 
ines asked to use the plan, of $0 that they will recognize life insur- 
which 77% were certified immediately ance situations when they see them. It 
and 17% shortly thereafter. Only 6% ‘Should not be assumed that they will 
were denied certification. recognize them on their own. 

Mr. Orsini said it seemed surpris- | Members of the Zeigen agency han- 
ing, since Columbus hospitals gener- dle this by having a definite pattern 
aly want an advance deposit of $75, of seeing lawyers and accountants 
that more insured did not make use of from time to time, usually at lunch. 
the admissions plan, but whatever the The agent discusses some recent situ- 
reason any such reluctance is not ation that resulted in a life insurance 
likely to affect the program’s success. Sale and then asks, “Is there some 

H. W. Duane of Life of Virginia Situation in your office that is com- 
said analysis of applications and claims parable with this?” 
under hospital and surgical expense The agent keeps a record so he 
policies issued by 137 companies won’t be bringing up the same case 
showed that where two additional with the same man again. 
policies covered the insured, the per- One of the most important points 
centage to total claims was about on which the lawyers and account- 
three times higher than would be in- ants need educating is that even 
dicated by the number of such poli- though a client may seem to be 
cies in the total number of applica- wealthy that he could have no pos- 
tions. The percentage was nine times 
higher when the insured had more «“non-occupational” if no workmen’s 
than two other additional policies. This compensation benefits are available. 
sort of speculation is difficult to con- He said that undoubtedly many com- 
trol and many companies pay no at- panies having only the W. C. exclu- 
tention to it, he said. ; sion rely on the fact that very few 

R. E. Ryan of Royal-Liverpool hazardous risks not covered by it are 
pointed out that theoretically compa- submitted to them. This is largely a 
nies writing hospital expense insur- reflection of the type of company and 
ance on a strictly non-occupational ba~ agency force involved. If there is an 
sis will be better off than those who indicated over-all loading of 8% for 
only exclude accident or sickness people in more hazardous occupations, 
not covered by workmen’s compensa- when it is remembered that a company 
tion, as they will not be concerned deals with only a few such persons, it 
with people in hazardous jobs who may decide there would be little point 
apply for hospital insurance and are to adopting an increased premium for 
not covered by workmen’s compensa- each separate hazard of classification 








tion. Yet in practice it is surprising or even to have a single loading for 
how many accidents can turn out to be all such classifications. 


Says Converting an Agency fo Estate 
Planning Basis Is Well Worth Effort 


Higher Interest 7 


Rates May Be Ahead 


tor Life Companies 


ible need for life insurance; there are 
pene nage Sealy NEW YORK—The fact that the goy. 


actually few such men who do not 

need insurance. For example, a man 

recently retired at age 43 with $2% 
million in class A stocks and bonds. 

His lawyer’s first reaction was, “Why 

on earth does he need life insurance?” 

Yet this resulted in a sale of $250,000 

of life insurance, recommended by 

the man’s accountant. 

Sometimes education comes the hard 
way, in spite of the agent’s efforts to 
provide it painlessly. For example, an 
agent had been working on a case in- 
volving five brothers and two sons. 
One of the brothers died and the firm 
was faced with tremendous business 
problems as a result. The firm has 
since bought $600,000 of life insurance 
but a vast amount of trouble could 
have been saved if the sale had been 
made earlier. 

The Zeigen agency subscribes to all 
the major life insurance and tax serv- 
ices. Newspapers are scanned for items 
useful in motivating prospects, such as 
the liquidation of the $3 million 
Brand-Chatillon jewelry firm of New 
York City to meet estate taxes and 
take care of bequests. These items are 
useful in getting a prospect aroused 
to the necessity of discussing his situ- 
ation without delay and later, in the 
close, to get action. 

The emphasis on estate-planning in 
an agency’s operations has the ad- 
vantage of not costing the general 
agent so much as the added amount of 
production might make it appear, Mr. 
Zeigen points out. While the general 
agent will have to pay a higher tax 
on his own increased personal produc- 
tion resulting from estate planning, 
the added business done by the agency 
will be reflected largely, as respects 
the general agent, in deferred compen- 
sation, since it will operate mainly to 
increase his overriding. 

Agents often raise objections to 
doing estate planning work but gener- 
ally these objections are not what 
they seem to be, according to Mr. 
Zeigen. For example, the agent may 
say that it is too hard to do the nec- 
essary studying but actually what he 
means is that he is too lazy. Or he may 
say that a rich man is too hard to ap- 
proach when what he actually means 
is that he doesn’t know enough about 
the subject of estate planning to in- 
terest a wealthy prospect. The agent 
who says that he would have to wait 
too long for results actually means, ac- 
cording to Mr. Zeigen, “I really am 
not convinced that the extra effort 
will bring extra income.” 

The agency head is in business not 
only for a good living but for satisfac- 
tion in his work and estate planning 
is the best answer to both these goals, 
according to Mr. Zeigen. He cited 
examples of agents who increased their 
production from $200,000 to more than 
$1 million and others who increased 
their production substantially although 
not getting into the million dollar class. 

Estate planning, he explained, places 
the solicitation of life insurance on a 
true professional basis; it attracts a 
higher type of man to the business; 
it reduces turnover among agents; it 
increases earnings, and it helps lift 
the entire life insurance business in 
professional standing. 

Mr. Zeigen is scheduled to speak this 
year at meetings in many of the major 
cities not covered in his 1952 speaking 
tour. 


selling below par—though only abou 
half a point—appears to indicate tha 
interest rates are still improving from 
a life company standpoint. While the 
phenomenon of a government bond 
going below par right after issue has 
been termed by some financial writer; 
as a fiasco, it has no effect on thej 
valuation as life company assets as 
long as they are held and not sold 
While in the company portfolios they 
are carried at par. 

Main reason for the issue’s below. 
par price appears to be that the “free 
riders” finally got caught up with 
These are the sure-thing speculators 
who subscribe for a new issue—usually 
borrowing heavily at low interest rates 
from the banks—and sell at between 
a point and two points profit, making 
out on the spread in interest rates and 
the above-par price. 

This has been easy in the past but 
on the day the new bonds came out 
‘the prime interest rate at the banks 
was 34%, same as the bonds were 
yielding, so the free riders weren't 
making any money on the interest 
spread. They got worried that maybe 
the bonds were overpriced and began 
to unload, sending the price down. 

Also affecting the situation was the 
fact that money is very tight. Many 
corporations have been floating bond 
issues and more are due to be floated 
this month and next. This meant that 
the Treasury picked a poor time to 
bring out its 3%% issue and that while 
3% % was a substantially higher rate 
than long term governments had been 
selling at, it was actually too low for 
conditions as they stood on the day 
the bonds came on the market. 


May Delay Question of 
Life Sales at Army Posts 


WASHINGTON—The policy of the 
Defense Department on the sale of life 
insurance to military personnel at 
military installations may be delayed 
until the department is reorganized 
under President Eisenhower’s plan, 
recommended by Charles E. Wilson, 
secretary. 

Meanwhile, reports reaching in- 
armed forces suggest that the problem 
may be solved by a directive prohib- 
iting the sale of life insurance on 
military installations. 

Other alternatives for the depart- 
ment would (a) require state licensing 
for life producers on military posts, (b) 
strengthen the present directive, or 
(c) leave the directive unchanged, 
giving post commanders continued au- 
thority to regulate life sales to person- 
nel under them. 


Thore Is Guest Lecturer 


at U. of Connecticut 


Eugene M. Thore, general counsel of 
Life Insurance Assn., appeared before 
the University of Connecticut school of 
business administration as a guest lec- 
turer. 

Mr. Thore’s lecture followed closely 
the talk he gave at the annual meeting 
of Home Office Life Underwriters 
Assn., reported in the April 17 issue. He 
warned that the long-term well-being 
of the business will be influenced to 
a large degree by the statesmanship it 
uses in meeting any future expansion 
of government regulations or compet- 
itive encroachments, and in protecting 
policyholders from the effects of bur- 
densome or inequitable federal taxes. 
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ASH. Bureau Seminar 
atN. Y. Draws 175 
for Three Work Days 


Eleven papers on the subject of 
selecting A. & H. risks were given 
throughout the day devoted to that 
subject by Bureau of A. & H. Under- 
writers at its seminar this week at 
New York. There were about 175 rep- 
resentatives of 90 companies on hand. 
p, J. Burns, New York Life, chairman 
of the seminar committee was discus- 
sion leader. Another day was devoted 
to franchise coverage. 

A. B. Hvale, Continental Casualty, 
led off with a paper entitled “Modern 
Underwriting Philosophy,” in which 
he noted that selection begins long be- 
fore the home office underwriter looks 
over the applications. It includes the 
general attitude of the company, its 
selection of salesmen, its method of 
training, its conduct in mail cam- 
paigns, its circulars and general ad- 
vertising. “If these factors are not 
carefully and conscientiously handled, 
the underwriter is seriously handi- 
capped. A company is not entitled to 
regard a new agent as competent 
merely because he has passed the state 
examination for license...The kind of 
(advertising appeal) you make will 
determine largely the kind of pros- 
pects who will apply. If your adver- 
tising stresses ‘no medical examination 
required’ are you not especially invit- 
ing applications from those who know 
they could not pass an examination?” 

e -_ e 

Mr. Hvale discussed renewals “only 
as the subject applies ‘to public rela- 
tions.” The less the ,business on the 
books is disturbed,’ the better will be 
the relations with ‘policyholders, he 
said. To review renewals is to open 
for reconsideration problems which 
should in the main be regarded as 
settled. Insofar as some claim develop- 
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ment has changed the picture it will 
have been taken care of by the claim 
department either by direct action or 
by reference to the underwriting de- 
partment. A modern philosophy of 
underwriting as to renewals assures 
that a policyholder is not to be re- 
viewed as if he were a new applicant; 
that the savings in the costs of finding 
out what changes have taken place will 
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more than offset what these changes 
might mean in claim costs; that the 
changes in practice make review of 
renewals less and less necessary. 

Cancellation in the A. & H. business 
is the item causing the loudest noise, 
but Mr. Hvale said the number of pol- 
icies cancelled is infinitesimal and is 
declining constantly, “but the man 
who has had five claims in a row and 
is cancelled is vociferously vocal about 
being turned out just when he needed 
it most.” 

E. R. Brock of Great-West Life 
took up renewal underwriting specif- 
ically, and said readjustment at re- 
newal should be based principally on 
changes that could not have been 
anticipated at initial underwriting, 
such as a decrease in income which 
results in over-insurance or a change 
in occupation to a more hazardous 
risk. 

Douglas J. Moe, U. S. Life, talked 
on “changing factors in occupational 
considerations,” and mentioned devel- 
opments in certain industries which 
change the complexion of occupations 
or create new occupations. 

A paper on “The Sociological and 
Statistical Approach to Age” was given 
by Charles E. Stevens of Standard 





Accident, who remarked that contin- 
uing policyholders past 65 or 70 has 
proved to be a fairly profitable busi- 
ness, although on females companies 
run into more problems. Usually, ben- 
efits are reduced or premiums are in- 
creased or both, beginning with age 
65 or thereabout. Sickness coverage is 
more expensive for both males and 
females in the older ages, but Mr. 
Stevens pointed out that the athlet- 
ically inclined male student between 
the ages of 10 to 20 is undoubtedly re- 
sponsible for the major part of the 
(CONTINUED ON PAGE 22) 


Home Life of Pa. 
Agents Vote to 
Strike May 15 


District agents of Home Life of 
Philadelphia have voted to go on 
strike May 15. 

The company has about 400 agents 
working out of 29 district offices in 
Pennsylvania and Delaware. The 
agents are members of several locals 
of the Insurance and Allied Workers 
Organizing Committee, CIO. 


The union is asking for a minimum 
guaranteed weekly salary of $60, a 
weekly expense allowance, increases 
in group life insurance and other ben- 
efits. 

John B. Ames, international repre- 
sentative of the union, said the agents 
now earn a little more than $4,000 per 
year, “entirely on commissions.” 





¢ C. Carney Smith & Associates, Wash- 
ington, D. C., agency of Mutual Bene- 
fit Life, is holding a reception May 15 
in honor of H. Bruce Palmer, com- 
pany president. 





$1,352,638,788 
as of Dec. 31, 1952 


An agent cannot long 
travel at a faster gait 
than the company 

he represents 








A Ten Year Record 
Of Amazing Growth 








$231,452,672 
as of Dec. 31, 1942 
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Public Knowledge 
Inadequate, Hogg 
Tells Ill. Agents 


The bienniel] legislative dinner spon- 
sored by Illinois Assn. of Life Under- 
writers at Springfield again was a 
stellar affair, both from a standpoint 
of attendance and program. Edson H. 
Chapman, Chicago manager for Metro- 
politan, as association president, pre- 
sided and introduced the _ speaker, 
Robert L. Hogg, executive vice-presi- 
dent and general counsel of American 
Life Convention. 

. e e 

Discussing some of the problems 
faced by legislators in their work, Mr. 
Hogg noted that too often they are 
plagued by an uninformed public. As 
an example of this, he pointed to some 
public misconceptions of life insur- 
ance, stimulated by the very use of 
the expression “life insurance com- 
pany”, the result being life insurance 
is put into the category of every other 
corporate enterprise. 

“It may not sound unreasonable in 


matters of legislative action to treat all 
‘companies’ alike,’ Mr. Hogg stated. “It 
is impractical, however, from a stand- 
point of life insurance. Our greatest 
problems have arisen through attempts 
to force life insurance into the general 
corporate legislative mold.” 
An apt illustration, Mr. Hogg ob- 
served, is the history of income taxa- 
tion of life companies. In 1919, congress 
proceeded on the theory that such tax- 
ation could be based on the same prin- 
cipal as general corporate income taxa- 
tion, Mr. Hogg said. While theoretically 
this may have been true, in practice 
it was a tragic legislative mistake—so 
much so that the treasury department, 
original sponsor, procured its replace- 
ment. Congress in repealing the 1919 
act recognized that interest, dividends 
and rents are the only income a life 
company really has. Premiums are on- 
ly a deposit of capital—not income. In 
recognition of this unique nature of 
life insurance for income tax purposes, 
life insurance companies are taxed un- 
der a formula solely applicable to 
them. A misunderstanding, however, 
still persists, probably due to the faulty 
(CONTINUED ON PAGE 22) 








N. Y. Department Calls 
Hearing on Changes in 
Rules of Section 213 


NEW YORK—The New York de- 
partment has called a conference of 
all New York licensed companies for 
May 19 at 10 a.m. at the department’s 


New York City office to elicit ideas on 
the formulation of rules under two 
of the recently enacted changes in Sec- 
tion 213, the New York expense limita- 
tion law. The law provides that pay- 
ment of additional compensation to 
new general agents during their first 
five years of service shall be under 
rules acceptable to the superintendent 
of insurance, and the same provision 
applies to the new training-allowance 
section of the law. It is also intended 
to explore certain related subjects 
such as the question of expense allow- 
ances to brokers by general agents. 


New York Associations 
Nominations Are Given 


Harold M. Sloane, Continental As- 
surance, has been nominated for presi- 
dent of New York City Life Under- 
writers Assn. to succeed Charles Mc- 
Allister, New England Mutual. Mr. 
Sloane is administrative vice-presi- 
dent. He also served as educational 
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Well, you'll notice that it's 
not just any old oil derrick. 
It’s over a well that has just 


vice-president and public relations 
vice-president. 


Harry K. Gutmann, Mutual Life, has 
been nominated for administrative 
vice-president; Andrew F. Kinbacher, 
New England Mutual, for public re- 
lations vice-president; Harold A. Loe- 
wenheim, Home Life of New York, 





for educational vice-president, and 


j Raymond F. Thorne, Berkshire Life, 


for treasurer. Nominated for three 
year terms as directors are E. J. Allen, 
John Hancock; A. L. Jangaard, Met- 
ropolitan, James J. McCann, Jr., Home 
Life of New York; Harry Phillips, 
III, Penn Mutual; Carl E. Rugen; 
Travelers; Arthur L. Sullivan, Fidelity 
Mutual, and Gerard B. Tracy, Pruden- 
tial. 

Nominated to head the Brooklyn 
branch of New York City association 
are: President, Carl E. Haas, Conti- 
nental Assurance; administrative vice- 
president, Morris Besso, Metropolitan; 
educational vice-president, E. C. 
Dohse, Prudential; public relations 
vice-president, Robert J. Sayles, Pru- 
dential; treasurer, Maurice Blond, Mu- 
tual Trust; secretary, Mrs. Grace C. 





Ross, New York Life. Directors, three 
year terms, Sophie Lubroth, Mutua] 
Trust; James P. Morrison, Travelers; 
A. S. Rifkin, New York Life; Sidney 
Selig, Mutual Life; George A. Sim. 
mons, Phoenix Mutual; Jack Valt, John 
Hancock; Morris Weinberg, U. S. Life, 
and Lewis E. Weingarten, Union Casu. 
alty & Life. 





Chicago Selection Men 
Elect Spear President 


Marion Spear, vice-president of 
State Farm Life, was named president 
of Chicago Home Office Life Under. 
writers at that organization’s recent 
meeting. He also had the distinction of 
being the first named to that post from 
a home office not located in the Chicago 
metropolitan area. Also elected were 





C. Clark Bryan, American Life Con- 
vention assistant general counsel, con- 
gratulates Marion Spear, - vice-presi- 
dent of State Farm Life, new president 
of Chicago Office , Life Underwriters. 
Mr. Bryan was ‘the speaker. 


John Hornbergeb, Benefit Assn. of 
Railway Employes, vice-president; and 
Miss Vi Drake, ‘North American Ac- 
cident, secretary. George Wolf of Con- 
tinental Assurance, immediate past 
president, turned grer the conduct of 
the meeting to Mr. Spear after an- 
nouncing the new officer slate. 

The speaker ws C. Clark Bryan, as- 
sistant general counsel of American 
Life Convention, who developed in 
some detail war problems in connec- 
tion with life insurance, in particular 
present litigation concerning Korean 
“war deaths.” He reviewed the cases 
which have been decided to date on 
this question—both for face amount 
and double indemnity. 








blown in with a gusher. 


That's the kind of production 
that Bankers Life of Nebras- 
ka agents all over the coun- 
try will be bringing in this 
month as they participate in 
their STRIKE OIL Anniversary 
campaign. 








Shown here at the annual meeting and leadership mobilization of United 


Defense Fund in Washington at which President Eisenhower was a speaker are 
left, E. A. Roberts, president of Fidelity Mutual Life; Mr. Eisenhower; Mr. 
Robert’s daughter, Jean Adair, and Louis B. Seltzer, editor of the Cleveland 
Press. Mr. Roberts, who has been president of the United Fund, was elected 
co-chairman of the board. 
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Gets Benefit of 
Dollar Cost Averaging 


HOT SPRINGS, VA.—An _ equity 
annuity plan is an almost perfect de- 
vice for taking advantage of the prin- 
ciple of dollar cost averaging, which is 
seldom applied in practice to the pur- 
chase of stocks, said George E. John- 
son, vice-president of Teachers Insur- 
ance & Annuity and of College Retire- 
ment Equities Fund, at the meeting of 
Assn. of Life Insurance Counsel here. 

Under the C. R. E. F. set-up, half 
of the contribution made on behalf of 
a participant is put into regular guar- 
anteed dollar-amount annuities while 
the other half goes into an equity fund 
out of which annuity payments are 
made on the basis of shares of earn- 
ings, the aim being to keep income 
more closely in step with living costs 
than is possible with either type of an- 
nuity by itself. 

Mr. Johnson said that dollar cost 
averaging consists of investing approx- 
imately equal amounts of money in 
stocks (or other securities that fluc- 
tuate in price) at some reasonably reg- 
ular interval of time. 

The most important advantage of 








dollar averaging is that of buying 
stocks regularly over a long period of 
time. This, when coupled with wide 
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diversification among securities, tends 
to eliminate a large part of the risk 
usually considered a part of stock in- 
vestments. 

Where money is paid in regularly 
over a long period oi vears and then 
is paid cut regularly thr/ugh a unit- 
annuity over another long period of 
years as is contemplated in C.R.EF., 
the level of common ‘stock prices at 
any one point in the whole process is 
unimportant. Through dollar cost aver- 
aging over a long , riod of time the 
individual benefits rather than loses 
from the short term variations in the 
stock market. ’ 

The level of common stock prices at 
the time C.R.E.F. is started has no ef- 
fect on the organization’s solvency, 
since it is technically failure-proof be- 
cause its only obligation is to pay 
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shares of income and not dollar 
amounts. 

Buying common stocks regularly 
over a long period of time results in 
a lower average cost for all shares pur- 
chased than the average price at which 
the shares were bought, said Mr. John- 
son. For example, $1,000 is to be in- 
vested at some regular interval in the 
shares of a certain stock. The first 
two purchases are made at prices of 
100 and 80. The next time, when the 
price is 80, 12% shares are purchased. 
The total of shares purchased, includ- 
ing the original 10, would be 2214. The 
average price for the 18 shares would 
be 90 but the average cost of the shares 
purchased would be only 88.89. This 
figure of 88.89 is obtained by dividing 








U. of Kan. Instructors Listed 


The annual life insurance marketing 
school, sponsored by University of 
Kansas at Lawrence and to be held 
July 13-17, will feature both basic and 
advanced courses. 

Instructors will be Hal L. Nutt, 
director, Russell M. Logan and M. 
Richard Wetherbee, assistant directors, 
Purdue course, and Robert R. Girk, 
Indianapolis attorney. 





¢ Lorin A. Torrey, tax attorney of 
Ernst & Ernst, accounting firm, ad- 
dressed the San Francisco C.L.U.’s on 
“Valuation of Business Interests’. 


cause more shares are bought at 80 
than at 100. 

Mr. Johnson pointed out that dollar 
cost averaging does not work in re- 
verse when payments are made from 
C.R.E.F. to the participants, for pay- 
ments to participants are always on a 
current price basis. Mr. Johnson’s 
paper also discussed the history of the 
equity annuity approach and dealt in 
considerable detail with legal aspects 
of the C.R.E.F. plan. 


The annual seminar of Society of 
L.O.M.A. graduates will be held May 
20 at New York City. Dinner speaker 
will be Edmund L. G. Zalinski, 2nd 
vice-president of New York Life. 

A panel discussion on “Security 
Plans for You as Life Insurance Com- 
pany Employes” will be presided over 
by John Jarman, Prudential. Partici- 
pants are Howard V. Warwick, Metro- 
politan; William W. Cramer, Equitable 
Society; N. J. Zampino, Jr., New York 
oN and Andrew H. Becker, Mutual 

ife. 
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H H the total amount of invested, $2,000, by LOMA GraduatesSeminar Breesen Switches From 
the total number of shares purchased. 
Equity Annuity Plan It is lower than the average price be- Set for May 20 at N.Y.C. Conn. to Nev. Department 


A. H. Breesen, senior examiner in 
the Connecticut department, has re- 
signed to join the Nevada department 
as special representative in conducting 
company examinations. 

Mr. Breesen had been with the Con- 
necticut department 32 years and 
served under three commissioners. 





ePenn Mutual Life has purchased the 
Western Merchandise Mart building on 
San Francisco’s Market street for $6,- 
200,000. 












“There’s Music in 


i Pocketbook” 








Our Hearts...and 
Money in Our 


... says Mrs. John R. Harris, Seattle, Washington 


““Music has always been an important part of. our 
family life. In fact, my husband, John, has been 
baritone soloist and assistant director of the choir of 
the oldest and largest church in the Pacific Northwest 
for the past 11% years. 


““But since John became a Minnesota Mutual life 
insurance underwriter in 1947, there’s been a song in 
both of our hearts—a song of happiness. 


““My husband is happy because he’s at last found the 
career that can give him both financial success and 
job satisfaction. Right now, John is making more 
money than we both made six years ago when he was 
employed as a Methods Engineer with a large air- 
craft company and I, too, was working. When it 
comes to job satisfaction, John has found that a life 
insurance career can’t be beat. He enjoys meeting 
and talking with people and helping them plan for 
the future. Of course, he likes being his own boss 
and not having to punch a time clock. And the un- 
limited possibilities for achieving increasing success 
in the life insurance field mean a lot to an ambitious 
fellow like my husband. 


Coming to Minnesota Mutual six years ago, John R. Harris has distinguished . 
himself in many ways. He has qualified four consecutive years for the National 

Quality Award and is now a Millionaire, having over a million dollars of 

personally written business in force. In 1952, John paid for $516,561 of 

business and was ten times a monthly member of the Minnesota Mutual Fifty 

Club, open only to salesmen producing $50,000 or more examined business per 

month. His membership in the Company’s ‘“‘M” Club for persistency com- 

bined with his record of having written at least one application a week for over 

275 consecutive weeks also speaks for his splendid selling success. 


THE MINNESOTA MUTUAL 


INSURANCE COMPANY 
ST. PAUL 1, MINNESOTA 


LIFE 


Organized 1880 


*‘As for me, I’m naturally happy because John is 
happy in his job. Like any mother, I am also thank- 
ful that we’re now in a financial position to give our 
children, Pamela and Christine, many added advan- 
tages. For one thing, we’ve been able to provide 
them with increased security by purchasing a home 
of our own. 


“Then, too, Minnesota Mutual’s annual Regional 
Meetings have given John and me a chance to vaca- 
tion in some of the loveliest parts of the country. 
And John always comes back from these meetings 
with a fresh store of wonderful selling tips and sales 
tools, rarin’ to get out in the field and begin qualifying 
for next year’s meetings. 


**So it’s no wonder that John sings in the shower. . 
and I find myself humming a little tune as I go about 
my housework. It’s all because there’s a song in our 
hearts—a song of happiness—that’s resulted from 
our association with Minnesota Mutual.” 


This letter, written by 
the wife of a Minne- 
sota Mutual sales- 
man, is published 


here as a deserved 
recognition of the en- 


during contribution 
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Robinson, Reserve Life, 
Elected Vice-President 


Leon C. Robinson has been elected 
a vice-president of Reserve Life. He 
will continue as , 
director of man- 
agement sales, the 
position to which 
he was advanced 
last September. 

Mr. Robinson 
joined Reserve 
Life in 1947 as an 
assistant to the 
office manager 
and later served 
as regional man- 
ager in Texas and 
Louisiana. He is a 
marine corps vet- 
eran. 


All-Time B.M.A. High in April 


Largest production in the company’s 
histery was reported last month by 
Business Men’s Assurance. Total life 
business written in April was $19,428,- 
105, exceeding by nearly $2 million the 
previous record established in June, 
1952. Combined production exceeded 
last April by more than 10%. 

Eleven oe the company’s 24 branch 
offices and the home office territory 





L. C. Robinson 


established all-time high 


Horn, Portland. 





Lincoln Named Assistant 
Treasurer of U. S. Life 


Alan M. Lincoln, Jr., has been 
elected assistant treasurer of U. S. Life. 
He formerly was with Continental 
Casualty at Chicago and is a World 
War II army veteran. 


Prudential Names McCarthy 


Prudential has appointed George G. 
McCarthy associate 





general manager 
of the district 
agencies depart- 


ment at Newark. 
He was formerly 
district manager at 
Kingston, Ont. 
Mr. McCarthy 
joined the com- 
pany at Newark in 
1935, and became 
assistant regional 
manager in 1946. 
In 1949, he was 





George G. “McCarthy 
appointed regional supervisor at De- 
troit. 





THE LAND OF 


OPENED T0 


lines of the Central Pacific 


$146,000,000 organization 


Field Force Family. 


YPPORTUNITY 
MEN WITH VISION 





SPANNING THE CONTINENT was the tremendous achieve- 
ment in linking the East and West together when the rail 


joined together in 1869 at Promontory Point, Utah. It sig- 
naled a great expansion in the development of the West. 

Today National Reserve Life is carrying forward a tre- 
mendous expansion program which offers unusually attrac- 
tive and profitable opportunity for men of General Agent 
qualifications in every state west of the Mississippi. Oor 


for vast, future development. 


National Reserve Life, ‘‘Strong as the Strongest and 
Enduring as Rushmore"’ offers outstanding merchandise, 
profitable contracts and unlimited opportunities for a 
successful career to those joining our rapidly growing 


S. H. WITMER, Chm. of the Board 
H. O. CHAPMAN, Pres. 


.-- And There's 
Opportunity 
Stretching Out 
To You 
TODAY! 


and the Union Pacific were 


is, “laying down the track” 





Write W. E. Moore, 
Agcy. V.P., 
Agcy. Hq., Topeka 
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records. 
Leading branch manager was H. G. 


List Schedule of 
Events for Three 
Canadian Rallies 


Outstanding speakers both from in- 
side and outside the industry will ad- 
dress the annual meeting of Canadian 
Life Insurance Officers Assn. May 20- 
22, at Montebello, Que. At the same 
time, the Life Agency Officers Section 
and Life Insurance Advertisers will 
hold their annual meetings. 

The gathering will open with the 
Life Agency Officers meeting, presided 
over by S. C. Mackenzie, assistant gen- 
eral manager and agency superintend- 
dent Dominion Life. Addresses will be 
given by H. I. Weir, assistant general 
manager and superintendent of agen- 
cies London Life; Richard E. Pille, 
vice-president in charge of agencies 
Mutual Benefit Life, and J. A. McAllis- 
ter, vice-president and director of 
agencies Sun Life. 

The Advertisers Section will be hosts 
at dinner Wednesday evening, H. B. 
Brown, Imperial Life, presiding. 
Speaker will be A. Davidson Dunton, 
chairman of Canadian Broadcasting 
Corp. Thursday morning this section 
will hold a panel discussion with W. A. 
Nevilie, Great-West Life, as chairman. 
Topic will be “Policyholder Relations” 
and forming the panel will be A. H. 
Thiemann, assistant vice-president New 
York Life, and D. W. Tibbott, director 
of advertising New England Mutual 
Life. 

At luncheon Thursday an address on 
“World Health” will be given by Dr. 
T. C. Routley, general secretary of Ca- 
nadian Medical Assn. 

The association proper starts its 
meeting that afternoon. A talk by Pres- 
ident A. S. Upton, managing director 
and vice-president Dominion Life, will 
precede addresses by J. A McLain, 
president Guardian Life, and K. W. 
Taylor, deputy minister of finance. 

Friday morning R. Leighton Foster, 
the association’s general counsel, will 
deal with “Legislation”, and J. G. Park- 
er, president Imperial Life, will speak 
on “Administration.” A report on 1952- 
53 activities will be given by J. A. 
Tuck, associate general counsel, and 
B. R. Power, actuary. 





Anderson and Patterson 


Named in North Carolina 


American Bankers Life has ap- 
pointed Ronald S. Anderson supervis- 
ing general agent for the southeastern 
section of North Carolina and Miller 
K. Patterson general agent at Fayette- 
ville, N. C. They will share offices at 
Fayetteville. Mr Anderson formerly 
was with Occidental of Raleigh. 





Prudential District Appointments 


Prudential has appointed Philip 
Schwartz and Salvatore Barbera dis- 
trict managers for the New York City 
area. 

The company has also appointed the 
following staff managers: T. Van 
Camp, Casper, Wyo.; Carlyle D. Hills- 
man, San Rafael, Cal.; Robert L. 
Cowell, Greeley, Col. 

F. A. Bartolomeo, Van Nuys, 
Cal.; Roy D. Carroll, Oakland; Louis 
R. Glickman, San Francisco. 

New assistant managers are Antone 
A. Polati, San Francisco; Rolland 
A. Vandegritt, Sacramento, and Daniel 
J. Bennet, San Bernardino, Cal. 





¢ Baltimore Life has appeinted Carl E. 
Wise manager of a new district at 

Uniontown, Md. He has been with the 
company since 1950, most recently as 
home office supervisor. 
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Reduction in N.Y. 
DBL Rate Not Seen 
Threat to Market 


The reduction in New York disabil- 
ity benefits rates by the state fund, 
from 60 cents to 54 on males and 90 
to 84 on females, is not expected to 
stir the market on the coverage to any 
extent. Observers think it will result 
in little if any shifting of business. 
Some of the private insurers some 
time ago met state fund rates on large 
groups. Experience of the state fund 
and the insurers on the New York 
DBL has been good, and insurers have 
enough room for competitive moves if 
those are necessary. 

There is some talk that at the next 
session of the legislature the disability 
period will be extended from 13 to 26 
weeks. This would add only about 20%, 
to the premium, underwriters figure, 
and again would not influence com- 
petition to any extent. Insurers do not 
appear concerned at the prospect of 
DBL going to 26 weeks. There is also 
talk of writing for one or more em- 
ployes instead of four. Here the prob- 
lem is accounting costs but insurers 
say this might be licked by self-ac- 
counting. Employer could provide a 
copy of his unemployment report. 

Casualty insurers are concerned 
about New Jersey unemployment com- 
pensation disability. There the new 
rate factor for the state plan which 
private insurers are having to make 
takes about 25% of the premium off 
the top and experience is expected to 
worsen. New Jersey may be drifting 
in the same direction as California, 
where there was a 2% loss on the 
disability business in 1951 and where 
insurers expect a considerably larger 
loss on 1952 business. 

Life insurers are holding on in New 
Jersey because of other business like 
group life. The package appeal is not 
so clear for casualty companies since a 
risk may be bad for workmen’s com- 
pensation and good for disability—and 
vice-versa. 


Atlantic Names Ray, Judd 


General Agent, Manager 
Atlantic Life has appointed Cecil B. 
Ray general agent in Houston and John 
H. Judd manager in Nashville. 
Prior to marine service during the 
last war, Mr. Ray was with Acacia 





John H. Judd Cecil B. Ray 


Mutual, and from 1946-49 was a super- 
visor and general agent for Lincoln 
National. 

Mr. Judd was formerly with Volun- 
teer State Life for 18 years. In 1946 
he became supervisor and in 1951 was 
named a general agent. 





Occidental Raises Huber 

John H. Huber, former assistant re- 
gional group supervisor at Cincinnati 
for Occidental Life of California, has 
been promoted to regional group su- 
pervisor there. He joined Occidental in 
Cincinnati in 1951, and was made as- 
sistant regional supervisor last year. 
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great field force accounted for these exceptional records: 


SECOND among all companies on gain in Weekly Premium 


Life Insurance. 


THIRD among all companies on Weekly Premium new 


business paid. 


FOURTH among all companies on Weekly Premium Life 


Insurance in force. 


22nd among all companies on new Ordinary paid. 


29th among all companies on Ordinary in force. 
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Over the Top for Chairman Blair 

A special campaign month con- 
ducted by the field force of Security 
Life & Trust, in honor of Chairman 
of the Board Tully D. Blair, ended 


with a record production of $26,897,- went with Security. 


461. This April production was more 
than $3 million higher than any pre- 
vious month in the company’s history. 

The goal for the month was $22,700,- 
000, the total in force when Mr. Blair 














OUR GENERAL AGENT 
OLIVER R. ASPEGREN, JR. 


Chicago, Illinois 


mmediately after joining The Ohio National 

in 1947, General Agent Oliver R. Aspegren, 

Jr., CLU, of Chicago, launched an agency 
building program that has produced remark- 
able results. Thanks to his expert guidance and 
his ability to inspire the best efforts of his 
associates, the Aspegren Agency advanced to 
fourth place among our leaders in 1948, to third 
in each of the two following years, and to sec- 
ond in 1951 and 1952. Currently, the Aspegren 
Agency is making a strong bid for top produc- 
tion honors in 1953. 


THE OHIO NATIONAL 
LIFE INSURANCE CO. 
Cincinnati 

















GENERAL AGENTS WANTED 





and South- 
Eastern States 


FLORIDA 


for: 


Personal Producers: 


Did You Produce $400,000 Or More Last Year? 
Did You Sell Your First Policy Less Than Five Years Ago? 
Are You Sincerely Interested In An Agency Of Your Own? 





If so, we would like to hear from you. To a limited number of Agents meeting our require- 
ments we are prepared to offer: 


1. A $3000-$5000 increase in first-year commissions. 
2. Immediate 15-year vesting. 
3. A Planned Agency Building Program. 


George T. de Hueck 
Director of Agencies 


AMERICAN BANKERS LIFE ASSURANCE COMPANY 
OF FLORIDA 


345 N. E. Second Avenue, Miami, 32, Florida 


Write or wire: 
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ACCIDENT AND HEALTH 





Cleveland Assn. 
Threatens to Go Over 
Robinson's Head 


Executive committee of Cleveland 
Hospital Service Assn. was to decide 
this week whether to put a proposed 
increase into effect without approval 
of Superintendent Robinson, though 
legal action was threatened if this 
were done. 

Vernon R. Burt, legal counsel for 
the association, has refused to concede 
that the state department had jurisdic- 
tion in the matter. The increase has 
been protested by both A.F.L. and 
C.I.O. 

A public hearing earlier this month 
in Cleveland revealed that the hospital 
association does not recognize the 
state’s jurisdiction over its rate pro- 
posal. John R. Mannix, association 
manager, said his organization has been 
paying $100,000 more each month than 
it takes in since January, and that this 
will continue until August or Septem- 
ber even if the new rates are approved. 


Wis. A .& H. Groups 
Hold Three Meetings 


MILWAUKEE—Alfred K. Perego, 
Milwaukee general agent for Massa- 
chusetts Protective and Paul Revere 
Life, was speaker at the May luncheon 
of A. & H. Underwriters of Milwaukee. 
His talk on A. & H. selling had the in- 
triguing title, “Yetz Kommt Piepen- 
hauser.” President Robert Morris, Loy- 
al Protective, announced that at the 
June meeting new officers will be elec- 
ted. S. L. Horman, Time, chairman of 
the legislative committee, reported that 
the present session of the Wisconsin 
legislature has no bills affecting A. & H. 

Announcement was made that the 
Wisconsin association has plans under 
consideration for a statewide sales con- 
gress and entertainment program, in 
charge of Alex H. Siegner, Milwaukee, 
Business Men’s Assurance, state presi- 
dent. 

A dinner meeting of the Northeast 
Wisconsin A.&H. Assn., at Green 
Bay, with President Frank Chase in 
charge, heard Maurice Olson, Continen- 
tal Casualty, talk on “Special Risks”; 
Thomas Callahan, International vice- 
president, plans and activities of as- 
sociations, and Gibson Wright, Eau 
Claire, “Selling Angles.” 

Mr. Siegner also presided at a meet- 
ing of the Racine-Kenosha group at 
the Hotel Racine, with Alex Dorman 
as program chairman. In addition to 
Mr. Olson and Thomas Callahan, the 
program included Mr. Perego. 


Quits Blue Cross Post in 
Indianapolis After Ad Protest 


A prominent Indianapolis banker 
has resigned from the board of the 
local Blue Cross plan, largely as a 
result of the protest registered against 
the plan’s advertising by Indiana Assn. 
of A. & H. Underwriters. 

The association objected to certain 
“implications” in Blue Cross adver- 
tising during a_ special enrollment 
campaign in Marion county (Indian- 
apolis and environs) around the end 
of last year. 

The protest, supported by Indian- 
apolis Assn. of Life Underwriters, has 
drawn inquiries from associations 
throughout the country and resulted in 
an eastern advertising agency for a 
local Blue Cross plan sending officers 





of the Indiana group a booklet jt 
had prepared and soliciting an opinion 
on its suitability. 





Professor Tells Agents 
What's Wrong With A. & H. 


There is a major need for adequate 
A. & H. coverage which is not being 
provided, Don Hayne, insurance pro. 
fessor at the University of Washington, 
told Seattle A. & H. Underwriters 
Assn. at the April meeting. He asked 
why the movement for federal inter. 
vention is mainly in the A. & H. field, 
and then proceeded to comment on 
some of the inadequacies in the busi. 
ness. He mentioned improperly trained 
salesmen, improperly designed cover- 
age, remarking about the latter that 
the companies have a “take it or leave 
it” attitude. Regents at the university 
have passed a ruling giving the ad. 
ministration the power to bar any in. 
surance man from the campus, and 
Prof. Hayne said “this is a sad com- 
mentary, indeed, on the insurance 
business.” 

He suggested that the business do 
a little self-policing. 








Reinsurance 
Nervice 


is an integral part of our 


Life Insurance 
Business 
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AUTOMATIC AND FACULTATIVE 
AGREEMENTS ARRANGED 


MORTALITY EXPERIENCE 
PARTICIPATION 


* 


Our Reinsurance Division 
is fully equipped 
to furnish prompt and 
efficient service 
at minimum rates and 
with the highest degree 
of professional underwriting. 


and 
Casualty 


Insurance Company of Tennessee 


NASHVILLE, TENNESSEE 
Assets $150,835,455 
Life Insurance in Force $975,000.000.00 
Accident Insurance in Force $800,000,000.00 
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New York CLU’s List 


Speakers for May 28 
Economic Forum 


“Retirement—a Problem in Modern 
American Life,” will be the theme of 
the annual forum on current economic 
and social trends, sponsored by New 
York C.L.U. chapter and to be held 
May 28 at New York City. 

Leading the discussions moderated by 
Donald B. Woodward, vice-president 
for research of Mutual Life, will be 
Wilbur J. Cohen, technical adviser to 
the commissioner for social security; 
Rt. Rev. Msgr. John O’Crady, secretary 
of National Conference of Catholic 
Charities at Washington, and Allen D. 
Marshall, manager of employe benefits 
services department of General Electric 
Co. 

Mr. Woodward will conduct a ques- 
tion period following each speaker and 
will close the forum with a summary 
of the entire program. Forum chairman 
is John T. Scott, general agent for Penn 
Mutual Life at New York, chapter ex- 
ecutive vice-president. 





Franklin Life Appoints 


Three District Managers 


Three new agency appointments 
have been made by Franklin Life in 
the New England states. Clarence L. 
Warner and L. T. Conrad have been 
named district managers in the New- 
port area, and Charles J. Kingsley has 
been named district manager in the 
Norwalk-Stamford area. 

Mr. Warner, after 14 years of naval 
service, returned to civilian life in 
1947 and in 1950 went with Acacia 
Mutual Life. 

Mr. Conrad was with Acacia Mutual 
five years. He is a naval veteran. 

Mr. Kingsley was with Metropolitan 
Life four years. He is an L.U.T.C. 
graduate and a navy veteran. 


National of Vermont Assn. 


Elects Elliott President 


Charles A. Elliott, general agent at 
Kansas City for National of Vermont, 
was elected president of the company’s 
General Agents Assn. at its annual 
meeting in Chandler, Ariz. He suc- 
ceeds Lloyd O. Swanson of Minne- 
apolis. 

Others elected are Fred S Brynn, 
Burlington, Vt., vice president; Harold 
T. Dillon, Atlanta, secretary-treas- 
urer, and John J. Kellam, New 
Canaan, Conn., and Clyde R. Welman, 
Memphis, directors. 





Order Recommended Group 


Life Limits in Connecticut 


The Connecticut department has re- 
vised its group regulations to bring the 
limits of such coverage in line with 
those recommended by A.L.C.-L.I.A.- 
N.A.L.U. The individual group life 
limits now are $20,000 or 1% times 
— salary, but not to exceed $40,- 


Burke Gets New Post 


F. W. Burke has been appointed sup- 
ervisor of agencies for National Trav- 
elers of Des Moines. He has held the 
same post for Northern Life at Seattle 
for the last year and a half and pre- 
viously was with North American 
ae C. and John Hancock Mutual 

e. 


@ The New York Life film “From 
Every Mountainside . . .” has been 
released for general distribution. 








* Edward R. Arnold, assistant comp- 
troller, Pan-American Life, is the 
author of an article on six fundamental 
steps in supervision for maintaining 
effective organization control, carried 


| 











in the April issue of Office Execu- six steps are: clearly specify the work all jobs and operations, keep adequate 


tive. This is the official paper of the to be done in the department, deter- 


control of operations, collect operating 


National Office Managers Assn. The mine the regular work load, schedule data, evaluate and improve. 
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Doy ble Indemnity serves a valuable pur- 
a. 2 ut too often it is too limited. 
Seorsicer this: Accidental death is the 
No. 1 killer of men up to age 37 ... the 
< 2 killer to age 44... at any age a flouter of 
medical science, a flaunter of mortality tables. 

Our “Maximum Accident Indemnity” policy will 
provide enough coverage for this sudden, unpre- 
dictable hazard . . . for any client, regardless of 
the amount of life insurance he can qualify for . . 
or pay for. 

Our many friends in the life insurance industry 
regularly use this exclusive facility to write double, 
triple or quadruple indemnity as an integral part 
of a well-planned life insurance program. It’s also 
a prime attraction for new clientele. 

You should know more about this clean, liberal 
contract—one of this company’s many unusual spe- 
cial facilities. Write today for full details about 
“Maximum Accident Indemnities,” a surprisingly 
low-cost coverage in any amount from $10,000 


to *200,000 


CONTINENTAL CASUALTY COMPANY 
310 So. Michigan Ave., Chicago 4 
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Hear Strader at Pittsburgh 


Robert Strader, assistant manager of 
the life, health and accident depart- 
ment of Travelers, discussed “Co: 
rate Dollars for Accident & Health In- 
surance” at the May meeting of Pitts- 
burgh Assn. of A. & H. Underwriters. 


N. Y. Life Bureau Moves 


The life bureau of the New York 
department has moved into larger 
quarters on the 13th floor of 61 Broad- 
way, New York City. The offices pre- 
viously occupied by the life bureau 
have been taken over by the ‘form 
accounting bureau. 


NEWS OF LIFE ASSOCIATIONS 





Ralph Willcott Takes 
Kansas Assn. Helm 
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For BIG NEEDS 


Just think of it! You can provide a family 
man with $4,000 in CASH immediately plus 
$200 a month income for 23 years — total 
immediate protection of 























$46,160.00 
for only $21.81 a month 


years included. 














(at age 35) 


It’s U.S. Life’s new Budget Portfolio cover- 
ing any period from 10 to 30 years, odd 


Call your U.S. Life agency or write home 
office for details. 
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TAILORED or TODAY 


The ILLINOIS MUTUAL CASUALTY COMPANY, 


home office—Peoria, Illinois, offers you 43 
years experience in the accident, sickness, hos- 
pital, medical, surgical, and polio insurance 
business. Time and diligence have developed 
the type of policies your clients desire. Build 


your business with Illinois Mutual. 


Desirable agency openings in Illinois, Indiana, 
Michigan, Minnesota, Missouri, Ohio and Wis- 
consin. Agent’s inquiries invited—no obligation. 


Illinois Mutual Casualty Co. 


HOME OFFICE: 411 LIBERTY ST. PEORIA, ILL. 
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Ralph Willcott, Business Men’s As- 
surance, was elected president of Kan- 
sas Assn. of Life Underwriters at its 
annual meeting and sales congress at 
Hutchinson. He succeeds Vaughn A. 
Kimball, Dodge City. 

Other officers include John V. Coe, 
Massachusetts Mutual, Wichita, 1st 
vice-president; Grant Hoener, New 
York Life, Great Bend, 2nd vice-presi- 
dent, and Corlett Cotton, Northwestern 
Mutual, Lawrence, 3rd vice-president. 


A luncheon gathering of Kansas 
Leaders Round Table during the two- 
day meeting was addressed by Travis 
T. Wallace, president of Great Ameri- 
can Reserve. 

The sales congress program started 
off with a C.L.U. breakfast. Speakers 
were Robert W. Harper, Minnesota Mu- 
tual Life, Denver; Harry P. Bouck, In- 
surance Magazine; Charles E. Fritsche, 
director of agency training, General 
American Life; Nation Meyer, vice- 
president First National Bank, Hutch- 
inson; Dr. J. Henry Horung, Congrega- 
tional Church, Hutchinson, and Mr. 
Wallace. 


Sponberg New Head of 


Minnesota Association 

Minnesota Assn. of Life Underwrit- 
ers, at the annual meeting at St. Paul, 
elected Raymond H. Sponberg of Kan- 
sas City Life, Mankato, president, suc- 
ceeding Roger Wheeler of Bankers Life 
of Iowa, St. Paul. 

Other new officers are Sabel Ander- 
sen, Equitable Life of Iowa, Minne- 
apolis, vice-president; Kenneth Hatha- 
way, St. Cloud, secretary, and Car! 
Ernst, North American Life & Casualty, 
St. Paul, treasurer. 


Arizona Assn. Hears Banker 


Arizona Assn. of Life Underwriters 
at its May meeting at Phoenix heard 
a tax discussion by Herbert A. Leggett, 
vice-president of Valley National Bank, 
Phoenix. 

M. A. Morey, Business Men’s Assur- 
ance, was named chairman of the 
nominating committee which will re- 
port at the June meeting. 








Hear Zeigen at Cincinnati 


CINCINNATI—The average agent 
tends to overlook the fact that every 
business man he knows does business 
with someone else and therefore is a 
prolific source of leads, Samuel L. 
Zeigen, general agent of Provident 
Mutual, New York City, observed in a 
talk before Cincinnati Assn. of Life 
Underwriters. There is no _ better 
source for such leads than attorneys 
and accountants, he asserted. 

Most men don’t do proper planning 
in arranging for the distribution of 
their estates after death. The actual 
value of a man’s estate is likely to be 
twice what he thinks it will be for tax 
purposes and this leads to complica- 
tions for his family. The agent must 
cause the man to think about his prob- 
lem, shake his complacency, and un- 
derstand the tax problem he faces. 

Mr. Zeigen suggested the agent sell 
the “$5,000 idea” for key man coverage 
to employers under the tax court’s 
decision in the Morrow case where it 
was held that the employe did not 
retain the incidents of ownership or 
pay the premiums on a policy pur- 
chased by the employer who received 
the proceeds, and then paid them over 
to the employe’s family. It was held 
that the proceeds were not subject to 
estate tax. 


Baltimore - More than 100 L.U.T.C. students 
and instructors were on hand for a dinner 
marking the completion of the school year. 


Oklahoma City - William B. Minehan, who 
is secretary of Northwestern Mutual Life, 
will speak at the May 22 meeting. 


Topeka - Charles S. Bray, Victory Life, wag 
named president succeeding John S. Spencer, 
Bankers Life of Nebraska. Other new officers 
are William Belden, Franklin Life, Ist vice. 
president; Charles D Johnson, Jr., Prudential, 
2nd vice-president; Edna Richert, Union Cen. 
tral, secretary, and Mr. Spencer, state com. 
mitteeman. 


St. Louis—Speakers for the sales stimula- 
tion program to be presented by the associa. 
tion May 21 will be: Roy R. Rathburn, north 
St. Louis district agent for John Hancock, 
“Slums to Silk Stockings”; William W. Al. 
brecht, agent in the Normandy district of 
St. Louis county for Prudential, ‘Successful 
Selling in the $3,000-$5,000 Salary Bracket”, 
and Vernon L. Heinsz, agent in the Meramec 
district for Metropolitan, “Prospects are 
Plentiful’”. President of the association is 
Richard E. Bennett, General American Life, 

Madison, 


Wis.—Paul Chelgren, assistant 


agency director North American L. & C,, {| 


spoke on “Think and Sell’. 


Green Bay, Wis.—Harry E. Manzer, Jr., 
agency director National Guardian Life, ad- 
dressed the Northeast Wisconsin association, 


Blairsville, Pa.—Roger Clark, general agent 
of Northwestern Mutual Life for the Pitts- 
burgh area, spoke at a meeting of the Indiana 
County association. 


Lima, 0O.,—Fred W. Gusweiler, assistant 
superintendent of agencies, Union Central 
Life, talked on ‘‘How to Teach Salesmanship,” 











A COMBINATION COMPANY 


Boston Mutual has a sound com- 
bination of Ordinary and Industrial 
policies to fit the needs of every 
member of the family. 


JAY R. BENTON, President 
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“Say it” on Fox River cotton-fiber paper, and it 
will always be there! Cotton-fiber assures per- 
manence for policies, special settlements, office 
forms, all vital correspondence. Hardest file- 
handling hardly shows. Stays white for years 
. «has that currency-feel that makes an impres- 
sion of stability. Ask your printer for bond, 
onion skin, or ledger samples... . or write 
FOX RIVER PAPER CORP., Appleton, Wisconsin. 
Makers of fine papers since 1883. 
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NEW YORK—A little practical psy- 
chology will make the dreaded com- 
plexity of the business insurance case 
as simple as the average programming 
sale and turn the prospect’s accountant 
or attorney from a fearful ogre, ready 
to kill the sale, into a valued ally, said 
David Marks, Jr., general agent of 
New England Mutual, at the meeting 
of the New York City Life Super- 
visors Assn. 

The reason that most agents con- 
sider business insurance a very com- 
plicated and technical subject usually 
is fear that the accountant or attorney 
will kill the sale, he said. Sometimes 
this fear is well justified and when it 
is it is usualy because the lawyer er 
accountant was not handled properly 
and the time he was to be dealt with 
was not chosen by the agent but by 
the prospect or the lawyer or ac- 
countant. The secret, Mr. Marks ex- 
plained, is to see and sell him first, 
before getting into a three-cornered 
huddle with the prospect. 

Mr. Marks likened the situation to 
the days of package selling in the early 
1930s. He would be talking to the 
prospect in his home and if a neighbor 
happened to drop in, Mr. Marks con- 
sidered the sale practicaly as good as 
made. 

“I immediately switched my pre- 
sentation from the prospect to the 
neighbor,” he said. “Obviously the 
neighbor would not have too much of 
an idea of what I was talking about 
but he would continue to say yes to 
everything I said, simply because he 
didn’t understand me. The prospect 
would turn to the neighbor and say, 
Do you think I ought to buy this?’. 





com- 
istrial 


The neighbor invariably said yes. He 
had to, primarily because he was 
spending someone else’s money but 
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also because his ego had been flat- 
tered by the fact that I had been 
talking to him rather than the pros- 
pect.” 

e e ° 
Mr. Marks said this same psychology 
works with the accountant or attorney. 
An agent talks to a business insurance 
prospect and arouses considerable in- 
terest. But probably he’ll say, “You’d 
better talk to my accountant.” 
An interview is arranged and the 
agent, prospect, and accountant meet. 
The agent and accountant are total 
strangers to each other. Having heard 
what the discussion is to be about, the 
accountant is on the defensive. He may 
feel vulnerable to criticism for not 
having thought up the idea himself or 
he may feel, in general, that since a 
financial matter is to be discussed and 
a third party is present, he has to 
make a showing. In order to justify 
his existence he must disagree with 
the agent and therefore disapprove of 
the proposed plan. 
On the other hand, if the insurance 





Sales Ideas That Work 


BUSINESS CASES NOT SO TOUGH 


Accountant Transformed from Feared Ogre 
to Valued Ally When Seen First and Alone 





man, after arousing the prospect’s in- 
terest, will avoid trouble if he coun- 
ters the idea of meeting with tHe 
accountant and says, “That is a fine 
idea. But instead of involving you in a 
lengthy discussion, suppose I meet 
with the accountant first. If he does 
not ©.K. the plan, there is no sense 
in discussing it any further. If he does, 
we can all meet and iron out the 
terms.” 

The agent is then in a position to 
go to the accountant privately, ex- 
plain the complications and pitfalls, 
educate him to some extent, and most 
important, gain his confidence. Then, 
if the accountant still does not like the 
plan, the agent might as well forget 
it, said Mr. Marks, because he never 
had a case in the first place. 

On the other hand, if the agent goes 
back to the client with the accountant 
the case is closed before they even 
talk to the prospect again. In the en- 
suing conversation, the accountant will 
do the selling, explain how he worked 
out the plan for the client, how he 
looked up the law, how he did the 
work. The agent says nothing—but he 
does complete an application and get 
a check. 

A second basic element in business 
insurance presentations is presenting 
the material in such a way that the 
cost figures will look good. It should 
show the difference between the sum 
of the premiums paid and the cash 
value recoverable from the policy at 
any given point. 

“You should not emphasize annual 
premiums, because a $10,000 annual 
premium may actually represent an 
$800 cost to a corporation,” said Mr. 
Marks. “It is obvious which figure 
should be stressed. Since business in- 
surance is carried on the books of a 
corporation as an asset, the only cost 
to the corporation is the difference 
between the actual outlay and that 
asset figure. A company that would 
recoil in horror from a cost of $85,000 
will look kindly at a ledger cost of 
$12,000. 

“We have seen many cases beauti- 
fully prepared from a_ psychological 
point of view and beatifully presented 
in conversation but when the vital 
question, ‘What does it cost?’ comes 
up, the answer is so high that the case 
is lost.” 

e e o 

Mr. Marks pointed out that actually 
the high figure quoted does not ac- 
curately represent the true cost to the 
‘company. He mentioned also that 
dividends should always be shown as 
reducing annual outlay. It is possible 
that after the case is in force the com- 
pany will decide to accumulate divi- 
dends because of the favorable interest 
factor, but in presentation, costs should 
always be shown at a rock-bottom 
minimum. 








CONFIDENCE 


Hundreds of people climb these 
stairs each day of the week. They 
walk with a firm, assured step, a 
confidence inspired by experience. 
For this is the entrance to the home 
office of the Pan-American Life 
Insurance Company, Louisiana's 
largest Legal Reserve Life Insur- 


ance Company. 


This well-placed confidence is one 
of the major assets which enable 
Pan-American representatives to 
build fine records of ever-increas- 
ing sales. Other important assets 


are: 


e Competitive Merchandise 
e Flexible Underwriting 
e Unexcelled Service To 


Policyholders 


CRAWFORD H. ELLIS 
President 


EDWARD G. SIMMONS 


Executive Vice-President 


KENNETH D. HAMER 
Vice-President & Agency Director 





Pan-American also pro- 
vides its representatives 
with many personal bene- 
fits, including: 


e GROUP INSURANCE 
UP TO $6000. 


e FREE 
HOSPITALIZATION 


e DISABILITY 
BENEFITS 


For information Address 


CHARLES J. MESMAN 


Superintendent of Agencies 


PAN-AMERICAN 


LIFE INSURANCE CO. 


NEW ORLEANS, U.S.A. 
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“Pray Make What Use of Us You Wish” 


Perhaps for its next meeting the 
Life Insurance Advertisers should im- 
port the advertising manager of Lon- 
don Assurance (London, England, that 
is) to talk on “Does Quaintness in Ad- 
vertising Copy Pay Off?” For if the 
London is on the right track, a new 
and possibly charming trend is in the 
making, in which there is so little sales 
pressure that it would probably have 
to be measured with a vacuum gauge. 

A chatty little ad run by the London 
in a recent Punch says: “Choosing a 
suitable Life Assurance for your 
needs—and those of your dependants— 
can be a most difficult business. That 
is why our booklet How To Be Well 
Assured is well worth reading for a 
good deal of valuable information. 
Why not write to us for a copy?” 

And without even that much of a 
commercial, sports addicts are in- 
formed that they never need be the 
loser “if your person and parapherna- 
lia are insured by our sportsmen’s 
policy.” 

Not even the serious matter of rais- 
ing fire insurance coverage to keep 
pace with inflated building and inven- 
tory costs causes the London’s ad man 


to grab his readers by the lapels and 
admonish them severely. All he says 
is, “Adequate cover now is a lot more 
comfortable than sackcloth and ashes 
later.” 

The real sales pitch, though, under 
a “P.S.” says: “If you would know 
more about any of the policies out- 
lined here, if we can provide informa- 
tion about any other particular poli- 
cies or about insurance problems gen- 
erally—pray make what use of us you 
wish. Our address is 1 King William 
St., Department QI, London, E.C. 4.” — 

The same tone of genteel under- 
statement carries through in the slogan 
under the company name: “Very good 
people to deal with.” 

As a change of pace from the gen- 
eral run of hard-hitting advertise- 
ments, it might be that copy with such 
delicate impact is a good deal more ef- 
fective than it looks to American eyes. 
We hope that the London Assurance’s 
advertising manager has the charts— 
small, meticulously drawn, and of 
course in monochrome—to prove that 
his system really brings in the cash, 
uncouth as that measure of success may 
be. 


Need to Resell Retirement 


New York state has designated May 
as “senior citizens month” in the hope 
of changing the public’s attitude to- 
ward people in the later years of life. 
The phony reverence and the preten- 
tiousness implicit in the “senior citi- 
zen” tag will grate on citizens of all 
ages but there is nevertheless a real 
problem for the public in general 
and the life insurance business in 
particular in the fact that people are 
finding that even with a fairly de- 
cent income retirement is very far 
from being the fun the annuity ads 
made it out to be. There could be an 
important falling off in the market for 
retirement policies and pension plans 
if people decide that retirement is 
something to be shunned as long as 
possible, that dying in harness is the 
best—and the longest delayed—way to 
die. 

Money enough to live on is im- 
portant but more and more of the 
other considerations are coming to 
light as experience is gained under the 
Mmereasing number of retirement plans. 
The phrase “money isn’t everything” 
comes nearer being true with respect 
to retirement than for most of the 
other situations to which it is often 
applied. 
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Like so many other developments, 
the attitude toward the later years of 
life seems to go in cycles. A dozen 
years or so ago it seemed as if fish- 
ing in Florida and just sitting around 
doing plenty of nothing the rest of 
the time was what every man wanted 
to do when he got to be age 65—pro- 
vided he had the money to do it on. 
But loafing proved to be not so much 
fun as had been anticipated. 

Today the dominant attitude is that 
maybe the older person has to do 
somewhat less strenuous work than 
when he was younger but that if he 
doesn’t work he soon “rusts out” and 
in any event usually becomes so un- 
bearably bored that he’d just about 
as soon die as sit around doing noth- 
ing. Actually, this attitude may be as 
extreme and unjustified as the earlier 
one that regarded retirement as a 
workless Utopia. But this newer frame 
of mind could be definitely harmful 
to the sale of retirement plans, 
whether individual or group. 

A partial offset may be that since 
retirement plans are fairly expensive 
as compared with other forms of per- 
sonal insurance, it might be possible 
to get about the same amount of re- 
tirement insurance premium income 
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by selling a more adequate income 
starting later than age 65, or by stress- 
ing after-65 annuity income as sup- 
plementary to reduced earned income 
rather than as a complete substitute 
for it. 

Then, too, possibly some corpora- 
tions that would hesitate to lay out 
the premiums for a retirement plan 
starting at age 65 might find the out- 
lay within their budget if retirement 
were not to start until age 70. And 
with the mounting reluctance to retire 
at 65, age 70 retirement might have 
about as much value as a builder of 
morale and a deterrent to job-switch- 
ing as would retirement at age 65. “If 
you go to work for us you won’t have 
to retire until you're 70,” personnel 
managers would be saying to job ap- 
plicants. That doesn’t sound as fan- 
tastic as it would have a decade ago. 

There seems to be a real need for 
keeping the public on the right track 
in its thinking on the subject of re- 
tirement. The current attitude that 


separation from one’s job is an un. 
mitigated tragedy seems as far off 
the beam as the earlier notion that 
retirement to idleness was the idea} 
goal or the still earlier attitude that 
old age was something nobody in his 
right mind bothered to think about, 
Probably the happiness and useful. 
ness of anyone’s retirement years wil] 
depend more on the kind of person he 
has developed himself into in the years 
up to that point than on whether the 
state provides “golden age” clubs, 
courses in basket weaving or official 
recognition as a “senior citizen”. Pos. 
sibly it is too idealistic to expect that 
anything will or can be done to help 
people develop mature philosophies of 
life that will save them from the “no- 
body loves me” attitude of the spoiled 
child who has never grown up. But 
efforts in that direction seem to hold 
the best hope for a sound and lasting 
solution to the problem of growing 
old while continuing to be interested 
and interesting. 





PERSONAL SIDE OF THE BUSINESS 





Edwin T. Naff, whose appointment 
as Chicago general 
agent for Washing- 
ton National was 
reported in last 
week’s late new 
bulletins, has been 
supervisor of the 
Groce agency of 
Bankers Life of 
Iowa there since 
1950. Before that 





western Mutual 
Life at Chicago and 
in 1947 was com- 
pany sales leader among first year 
men. 

Presidents of two life insurance com- 
panies, George P. Olmstead of Bank- 
ers Security of New York, and Dwight 
W. Hollenbeck of Credit Life, will ad- 
dress the annual convention of Con- 
sumer Credit Insurance Assn. at Ashe- 
ville, N. C., June 5-7. Mr. Olmstead will 
report on credit insurance trends in 
Europe and Mr. Hollenbeck, who also 
is president of C.C.I.A., will trace the 
association’s development during the 
past year. 


Edwin T. Naff 


Mrs. Lena Lake Forrest celebrated 
her 50th anniversary with Massachu- 
setts Mutual Life. With the Frank W. 
Howland general agency at Detroit, 
she was honored at a luncheon there 
which was attended by the entire agen- 
cy and Wrayburn M. Benton, vice- 
president of Massachusetts Mutual, 
who presented Mrs. Forrest with a 
plaque and bronze desk clock on which 
was inscribed her name in recongition 
of her half-century of service. She was 
a pioneer among women life under- 
writers, both with the company and 
in Detroit, for many years being the 
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leading woman life underwriter with 
Massachusetts Mutual. Mrs. Forrest 
specialized in annuities and endowment 
policies among business and profession- 
al women, whom she also helped or- 
ganize, herself becoming first president 
of National Federation of Business and 
Professional Women’s Clubs, the Michi- 
gan Federation, and Detroit Business 
Women’s Club. 


L. Douglas Meredith, executive vice 
president and chairman of the commit- 
tee on finance of National Life of Ver- 
mont, has been elected a director of the 
central Vermont public service corpor- 
ation. 


H. G. Westcott, associate editor of 
Manufacturers Life ‘Newsletter,’ has 
been elected vice-president of Canadian 
Industrial Editors Assn. 


H. G. Dobson, vice-president and 
controller of Occidental Life of Cali- 
fornia, celebrated his 30th anniversary 
with the company and his 10th anni- 
versary as controller. 

At the American Managernent 
Assn.’s general management confer- 
ence June 17-19 the term as director 
expires of E. H. Conarroe, manager 
policyholders’ service bureau of Me- 
tropolitan Life. 


Edmund Fitzgerald, president of 
Northwestern Mutual Life, has been 
reelected president of United Hospitals 
Fund of Milwaukee. 


William H. Browder has marked his 
25th year as general agent for Penn 
Mutual Life at Nashville. He has 
served two terms as president of Nash- 
ville Assn. of Life Underwriters. Mr. 
Browder is also a past president of 
Nashville Managers, and he is cur- 
rently a director of Nashville Trust 
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Council, and a member of the legisla- 
tive committee of Tennessee Assn. of 
Life Underwriters. 


Dr. S. S. Heubner, retiring profesor 
of insurance at University of Pennsyl- 
vania and president emeritus of Amer- 
ican College, is being given the annual 
scroll award of the Pennsylvania Club 
of suburban New Jersey at Rock Spring 
Country Club, West Orange, Friday 
evening. 


Roy A. Foan, new vice-president 
and director of agencies of Union Cas- 
ualty & Life, was honored at a welcom- 
ing dinner at Mount Vernon, at which 
Solomon Fiuber, New York City general 
agent for Mutual Benefit Life and a 
resident of Mount Vernon where the 
Farnsworth Publishing Co. which he 
heads is located, was host. Among the 
guests were many of the city’s life in- 
surance people as well as Alfred G. 
Baker Lewis, president, and other of- 
ficers of Union Casualty & Life. 








Will Discount 20 Premiums 


Connecticut Mutual will now dis- 
count a maximum of 20 advance pre- 
miums on one policy. They will be 
discounted on the new basis at a rate 
of 21/2% as compared to the former 
rate of 2%. Upon maturity of the 
policy the company will return that 
portion of the prepayment which was 
made to meet premiums not yet due, 
with interest at 21/2% from the date 
of prepayment. 





e Provident Life & Casualty has been 
licensed in New Jersey. The company 
is a subsidiary of Provident Life & 
Accident. 


DEATHS 


CHARLES D. RUTHERFORD, asso- 
ciate actuary of Sun Life of Canada, 
died at Montreal General hospital after 
a brief illness. He was 60. He joined 
the company in 1910, was made assist- 
ant actuary in 1923 and actuary in 
1932. A fellow of Society of Actuaries 
and Institute of Actuaries (Great 
Britain), Mr. Rutherford was interna- 
tionally known as compiler of “Ruth- 
erford’s Annuity Tables”. They have 
been accepted as standard tables for 
the evaluation of annuities by the 
Dominion insurance department and 
are in wide use. 


FRANK M. BOUQUET, 56, sales 
promotion manager of Independent 
L. & A. of Jacksonville, died in a hos- 
pital there following a short illness. 


JAMES C. KOONTZ, 56, assistant 
manager of Metropolitan at Johns- 
town, Pa., for 23 years, died. He had 
been with the company there for 27 
years. 


R. W. CREARY, 35, general agent 
for Equitable Life of Iowa at Topeka, 
died suddenly. 

MRS. N. Z. SNELL, widow of the 
founder of Midwest Life of Nebraska, 
died at the age of 94. A daughter, Mrs. 
W. W. Putney, is wife of the present 
president. 





L. W. MOORE, 61, an organizer of Tariff 
Commission Beneficial Assn. and a director of 
Shenandoah Life as representative of govern- 
ment employes, died at Washington after a 
long illness. 








New officers of 
the Southern 
Round Table of 
Life Advertisers 
Assn. elected at the 
Miami Beach 
meeting are, from 
left, M. L. Davis, 
Provident Life & 
Accident, secre- 
tary; C. R. An- 
drews, Pilot Life, 
chairman, and Don 
Parkinson, South- 
western Life, vice- 
chairman. 





New England Mutual Names 


Storey, Shea, Winslow 


New England Mutual Life has ap- 
pointed John C. Storey assistant coun- 
sel, and Charles T. Shea and Edward 
Winslow attorneys. 

Mr. Storey joined the company as 
attorney in 1950. Mr. Shea has been 
with the company since 1950, Mr. 
Winslow since last year. 





Form Fidelity Bankers Life 


Fidelity Bankers Life has been char- 
tered by Virginia corporation commis- 
sion, with an authorized maximum 


capital stock of $500,000. Edward S. 
Hirschler is president, Juanita Nabe, 
vice-president, and Allen G. Fleischer, 
secretary-treasurer. 


Occidental Hawaii Leader 


Occidental Life of California led all 
other companies in Hawaii last year 
in ordinary life sales, number of ordi- 
nary policies in force, and total ordi- 
nary in force, according to the 
territorial commissioner. 

Ordinary business written in 1952 by 
Occidental’s Security Agency in Hawaii 
totaled $20,348,617, up $4,036,465 over 
1951, and ordinary in force climbed 
$13,731,705 to total $86,361,782. 








= president 





LBARE 5 yg uRANCE . ge 


Gx Opnodthec \MAVS RURD' 


anni- yo: 


YRe SD 
pare eo” 
OMAHA ary 
r niverd 
ee part J? meth on etre 
Dear 4 avd ate 
Ne “ me, Ag & been’ a Beyaue 
zine We 
that anniver carte a 


lee, 





UNITED BENEFIT LIFE INSURANCE CO 











CENTRAL STANDARD LIFE 


Sounded (9W05-—> INSURANCE COMPANY 


211 W. Wacker Drive 


All forms of Life # Accident &% Health 


ALFRED MacARTHUR 
Chairman of the Board 


Chicago 6 
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President 














16 


FeNATIONAL UNDERWRITER 


May 15, 1953 





Final M.D.R.T. List Brings 
‘53 Roster to Record 1,240 


(CONTINUED FROM PAGE 1) 
Housley, American Guaranty Life, Roseburg, 
Ore.; V. Joseph Hultman, Northwestern Na- 
tional, Waukegan, Ill; Masao Inouye, Oc- 
cidental Life, Honolulu, Hawail., 

Ivan C. Iverson, Lincoln National, 
Utah; Nathaniel H. Kates, Equitable Society, 
Boston; Maurice A. Kennedy, Indianapolis 
Life, Noblesville, Ind.; Charles T. Kingston, 
Jr., Union Mutual Life, Hartford; Andrew P. 
Lee, Union Mutual Life, 
G. Leterman, Union Central, New York; Madi- 
son M. Letts, New York Life, Leavenworth, 
Kan.; Samuel J. Levine, Mutual Life, Chicago; 
Herbert V. Lindsay, Connecticut General, 
Wilmington, Del.; Preston Long, Mutual Life, 
Owensboro, .; Harry B. Mathewson, Pa- 
cific National, Honolulu, Hawaii; Martin F. 
Mihal, Metropolitan, Schenectady , N. Y.; Ken- 


neth Mitchel, Aetna Life, Los Angeles; Donald 


Ogden, 


New York; Elmer 


R. Moffett, New England Mutual, New York; 
S. M. Moore, American Guaranty Life, Rose- 
burg, Ore. 

Fay E. Morisseau, International Fidelity, 

Houston; William H. Muldowney, Equitable 
Society, Grand Rapids; John Mulock, Mutual 
Benefit Life, Belleair, Fla.; Jinshi Murashige, 
Manufacturers Life, Honolulu, Hawaii; 
J. Notari, Union Central, New York; Raymond 
M. Paull, New England Mutual, Los Angeles; 
Albert F. Pfaff, Equitable Society, Burlingame, 
Cal.; Elmer C. Prahl, Massachussetts Mutal, 
Milwaukee; Harry D. Prew, Aetna Life, Bing- 
hamton, N. Y.; Murray Projector, Equitable 
Society, El Paso, Tex.; Hugh R. Purdy, North 
American Life, Detroit; Albert Rakovsky, 
Crown Life, Montreal, Que.; Jay B. Rappa- 
port, Colonial Life, New York; William H. 
Richardson, Northwestern Mutual, Detroit; 
James D. Rosenbaum, Connecticut Mutual, 
Cleveland. 

Philippe Roy, North American Life, Mont- 
real, Que.; Walter F. Scott, Penn Mutual, 
Somerville, N. J.; Carlton P. Shelby, Union 
Central, Clarksdale, Miss.; Samuel W. Smith- 





presenting 


the 42nd annual statement 
OF THE FARMERS & BANKERS LIFE INSURANCE COMPANY 


SHOWING CONDITION AS OF DECEMBER 31, 


Cash in Banks...........------- $ 1,187,421.24 
Bonds 7,651,578.56 


5,235,030.27 
ernment 


23,756.34 
State, County, 
Municipal .... 1,664,146.11 


Public Utility 
and Industrial 728,645.84 


Stocks 
Preferred 1,303,887.00 
Common 66,888.00 
Real Estate Owned ..........-- 
Home Office 

Property 
For Investment 


ment 


1,370,775.00 


603,151.17 
500,000.00 
99,551.97 
3,599.20 


Contracts 
First Mortgage Loans 
Farm Properties 


20,315,126.02 


Conventional 1,478,181.46 
FHA and 

Veterans ...... 12,314.15 
City Properties 

Conventional 17,619,605.57 
FHA and 

Veterans ...... 1,205,024.84 


Loans Secured by Legal Re- 


serves on Policies 1,813,796.89 


Interest Due and Accrued .... 189,379.88 
ge oe 15,126.89 
Net Premiums in Process of 

Oe ES ice oe eee 564,780.92 


Total Admitted Assets... _.- $33,711,136.57 


R. L. Burns, President 


Frank B. Jacobshagen, Y. P., Secretary 


$952 


liabilities 
Legal Reserve on Policies.-...- $28,372,573.17 


Commissioners Security 


Valuation Reserve........---- 46,220.69 


Unrealized Profit on Stocks -- 30,789.50 


Reserve to Provide for Fluc- 
tuation of Mortality and 


Market Value of Assets..---- 1,661,260.16 


Credits to Policyowners Left 
with Company on Deposit at 


ee, ee ne an eee 1,044,561.59 
Taxes Payable in 1953-..----- 130,000.00 
Death Claims Reported but 

Proof Not Completed on or 

before December 31, 1952-- 54,275.10 
Premiums and Interest Paid 

se MnO Sic 426,064.15 
Special Funds Payable to 

Policyowners in 1953..--...- 11,071.70 
All Other Liabilities_........- 34,320.51 
CA (al ir a 1,000,000.00 
on a ee eee 900,000.00 

Total Liabilities._...........- $33,711,136.57 


J. H. Stewart, Jr., V. P., Treasurer 


Insurance in Force December 31, 1952, $118,995,079.00 @ Paid to Living 
Policyowners and Beneficiaries During 1952, $1,150,170.30 @ Paid to Living 
Policyowners and Beneficiaries Since Organization, $26,846,850.24 @ For the 
Protection of Company Policyowners we had on Deposit with the State of Kansas, 
December 31, 1952, $28,316,970.40. This amount is more than required by law. 


i 4 Farmers & Bankers Life 


INSURANCE COMPANY 


WICHITA, KANSAS 








American Reserve Lire 


HOME OFFICE—OMAHA, NEBRASKA 


Raymond F. Low, President 


Harold R, Hutchinson, Exec. V. P. 
Frank W. Frensley, Agency V. P. 


Life—Health—Accident—Hospital 








ers, Equitable Society, Columbus, Ga.; Rene 
Sorel, Mutual Life, New York; Emanuel Spack, 
New York Life, Kansas City; illiam L. 
Spencer, Equitable Society, Youngstown, O.; 
J. R. Steadman, International Fidelity, Dallas; 
Ervin E. Stein, Franklin Life, Sacramento, 
Cal.; O. J. Stevenson, American National, San 
Antonio; Benjamin O. Stoner, Connecticut 
General, Cincinnati; Clarence J. Strouss, Jr., 
Northwestern Mutual, Youngstown, O.; Jud- 
son A. Thompson, Equitable Society, Memphis; 
Marion E. Thompson, Prudential, Manhattan, 
Kan.; Curtis S. Townshend, Acacia Mutual, 
Durham, N. C. 

Daniel H. Treloar, Jr., 
tual, New Castle, Pa.; 
Northwestern Mutual, Minneapolis; R. 
Walker, New York Life, Hollywood, Fila.; 
Leslie H. Warshell, Acacia Mutual, Chicago; 
Edward K. Waters, New England Mutual, San 
Marino, Cal.; Philip A. Watson, Northwestern 
Mutual, Chicago; Lloyd E. Webber, Equitable 
Society, Youngstown, O.; George J. Weiner, 
New York Life, Wilmington, Del.; Wayne W. 
Wentner, New Yorky Life, Oakland, Cal.; 
Floyd C. White, National Life, Battle Creek, 
Mich.; G. A. Whitlaw, Pacific Mutual, Okla- 
homa City Richard J. Wilcox, Prudential, New 
York; Evan H. Wild, New York Life, San 
Francisco; Horace H. Wilson, Equitable So- 
ciety, New York; Robert K. Wilson, Union 
Central, Tulsa; John T. Wolf, National Life, 
Long Beach; Dale L. Woodruff, American 
Guaranty Life, Roseburg, Ore.; Thomas E. 
Wright, Security Life & Trust, Norfolk, Va.; 
Richard A. Zimmer, Atlantic Life, Harris- 
burg, Pa. 


LIFE & QUALIFYING FIRST TIME 


Samuel A. Aaron, Equitable Society, Los 
Angeles; Jean Black, Connecticut General, 
Indianapolis; Williston L. Bradway, Equitable 
Society, Los Angeles; Eugene Carrington, 
Government Personnel Mutual, San Antonio; 
Daniel H. Coakley, New York Life, Boston; 
Fred B. Ensminger, independent, Detroit; Mil- 
ton A. Goldstandt, John Hancock, Chicago; 
Max Hill, Continental Assurance, Tampa, Fla.; 
Oscar Hurt, Jr., State Mutual Life, Memphis; 
Harold B. Jones, American National, Oakland, 
Cal.; Jack C. Krause, Penn Mutual, Lansing, 
Mich.; John D. A. McDonald, Excelsior Life, 
Toronto, Ont.; Jack A. McKnight, Home Life 
of N. Y., Grand Rapids; Walter C. Mayer, Mu- 
tual Benefit Life, Milwaukee; Percy T. Mori- 
oka, Manufacturers Life, Honolulu, Hawaii. 

Robert B. Nathan, Equitable Society, Chi- 
cago; Colgan Norman, Penn Mutual, Louis- 
ville; David M. Prince, Northwestern Mutual, 
Richmond, Va.; Austin D. Rinne, Northwest- 
ern Mutual, Indianapolis; John M. Sisk, Sr., 
Bankers Life of Igwa, Milwaukee; Harold N. 
Sloane, Continental Assurance, New York; 
John W. Stephens, Jr., Massachussetts Mutual, 
Savannah, Ga.; William M. Werber, indepen- 
dent, Washington; Keith G. Wildes, New York 
Life, Juneau, Alaska; Philip H. Zimmerman, 
Mutual Benefit Life, Lockport, N. Y. 


LIFE & QUALIFYING REPEATING 

J. Max Abramowitz, Lincoln National, Bal- 
timore; Robert S. Albritton, Provident Mu- 
tual, Los Angeles; Edward L. Allison, North- 
western Mutual, Tulsa; Charles Anchell, New 
York Life, New York; Raymond.B. Anthony, 
Equitable Society, Chicago; Chester Ashford, 
Pacific Mutual, McFarland, Cal.; Karl Bach, 
Penn Mutual, San Francisco; E. H. Bach- 
schmid, Jefferson Standard, Arlington, Va.; 
Huff Baines, Southland Life, Austin, Tex.; 
Harry J. Baker, Bankers National, Boston; 
John S. Barovich, Western Life, Miles City, 
Mont.; Mildred P. Behr, Equitable Society, 
Chicago; W. E. N. Bell, Manufacturers Life, 
Toronto, Ont.; Sanford M. Bernbaum, Penn 
Mutual, Seattle; Willie A. Bethune, Jefferson 
Standard, Charlotte, N. C. 

Stanley A. Borchardt, Northwestern Mutual, 
New York; Thomas R. Bouck, John Hancock, 
Akron. O.; Robert C. Bradley, New York Life, 
Columbus, O.; Francis G. Bray, New 
Mutual, Houston; R. Brewster, New 
England Mutual, Providence, R. I.; Daniel M. 
Brigham, Sr., Northwestern Mutual, Los An- 
geles; W. Lester Brooks, Jefferson Standard, 
Charlotte, N. C.; John Welburn Brown, Mu- 
tual Benefit Life, Louisville; Robert P. Bur- 
roughs, National Life of Vermont, Manchester, 
N. H.; Earl V. Carlin, independent, Columbus, 
O.; Oscar E. Carljn, John Hancock, Colum- 
bus, O.; Warren E. Clark, Northwestern Mu- 
tual, Milwaukee; William T. Cline, Continental 
Assurance, Chicago; Herbert F. Cluthe, North- 
western Mutual, Newark; Paul W. Cook, Mu- 
tual Benefit Life, Chicago. 


John P. Costello, Southwestern Life, Dallas; 
Harold M. Covert, Jr., Mutual Benefit Life, 
Allentown, Pa.; Lgwell D. Crandon, Jr., New 
England Mutual, Newark; S. Hume Crawford, 
Manufacturers Life, Toronto, Ont.; Charles A. 
Cummins, Equitable Society, Chicago; J. Well- 
don Currie, New England Mutual, Miami; Rus- 
sell R. Daniels, Kansas City Life, Washington; 
William D. Davidson, Equitable Society, Chi- 
cago; Edwin G. Davies, Manufacturers Life, 
Los Angeles; Joseph H. Dearie, New York 
Life, New Orleans; R. Braddock Dinsmore, 
Provident Mutual, Princeton, N. J.; Francis B. 
Donovan, Northwestern Mutual, Peterborough, 
N.H.; Hugh K. Dougherty, New York Life, 
Anchorage, Alaska; R. W. Dozier, Massachu- 
setts Mutual, Oklahoma City; Henry W. Du- 
Bois, Minnesota Mutual, Dallas. 

Herman Duval, Northwestern Mutual, New 
York; Arthur A. Ebenstein, Union Central, 
Beverly Hills, Cal.; Herman C. Edwards, 
Equitable Society, Chicago; Robert A. Elder, 
Equitable Life of Iowa, Williamsport, Pa.; 
Frank M. Engle, Northwestern Mutual, Tulsa; 
Edwin R. Erickson, John Hancock, Buffalo; 
Stanford R. Espedal, United Services Life, 
Honolulu, Hawaii; Bernard Feinberg, Aetna 


Northwestern Mu- 
D. — 





Life, Newark; Samuel W. Fields, Equitable 


a 


Society, Philadelphia; Erwin W. Fenzau, My. 
tual Benefit Life, Chicago; Louis J. 
Connecticut Mutual, New York; David 3 
Fluegelman, Northwestern Mutual, New York: 
Louis Frank, independent, New York; Wilber 
E. Gehman, New England Mutual, Philadel}. 
phia; Abram L. Geller, Pacific Mutual, Hous. 
ton. 

Paul S. Gesswein, New England Mutual, 
New York; Bruce W. Gilmore, Northwestern 
Mutual, Grand Rapids; Joshua B. Glasser 
Continental Assurance, Chicago; Howard p| 
Goldman, Northwestern Mutual, Richmond 
Va.; Robert H. Goldsmith, Connecticut My. 
tual, Beverly Hills, Cal.; Meyer M, Gold. 
stein, Equitable Society, New York; Nathan 
I. Gordon, Connecticut Mutual, Clevelang, 
Roy Green, independent, Bound Brook, N. I: 
Harry Greensfelder, Jr., Equitable Society, sj 
Louis; A. Robert Groenke, Mutual Benefit 
Life, Cincinnati; George H. Gruendel, New 
England Mutual, Chicago; James M. Hamill, 
Equitable Society, San Francisco; Ralph W 
Harbert, Northwestern Mutual, Battle Creek: 
Paul A. Hazard, Jr., New England Mutual, 
Chicago; Richard M. Hefter, Northwestern 
Mutual, Chicago. 


Herchel E. Henry, New York Life, Colum. 
us, O.; illiaam C. Hester, Pan-American 
Life, Jackson, Miss.; C. Von Hickman, North. 
western Mutual, Eugene, Ore.; John A. 
Aetna Life, Toledo; Edward C. Hoelscher 
Northwestern Mutual, Chicago; Lawrence L. 
Howard, Fidelity Mutual, Boston Newton 3 
Johnson, independent, Toledo; Walter Jones, 
Mutual Life, Pomona, Cal.; Herbert P. Karls. 
ruher, New York Life, New York; Charles 
Keehner, Massachusetts Mutual, Oakland, Cal; 
I. Austin Kelly, III, New England Mutual, 
New York; Harold C. Kenyon, Home Life 
Lake City, Mich.; Charles J. King, Mutua 
Benefit Life Insurance Co. Kansas City, Mpo,: 
Howell A. King, Occidental of California, Bal. 
timore; Eugene M. Klein, Northwestern Mutual, 
Cleveland. 

Ray H. Kohl, Northwestern Mutual, Pitts. 
burgh; V. John Krehbiel, Aetna Life, Los An. 
geles; Robert Kruh, Guardian Life, Newark: 
E. L. Leonard, New York Life, Winston-Salem, 
N. C.; Edwin M. Lillis, Northwestern Mutual, 
Erie, Pa.; Maurice Linder, Travelers, New 
York; Ned C. Litwack, John Hancock, Newark; 
Ralph_E. Loewenberg, Massachusetts Mutual, 
New York Eugene T. Lothgren, Northwestern 
Mutual, Providence, R. I.; William V. Lurie, 
New York Life, Brook’ n; Isaac Loskove, State 
Mutual Life, Memphis; John L. McCann, 
Jefferson Standard, Charlotte, N. C.; William 
H. McCoy, New England Mutual, Detroit; 
Russell W. McDermott, Standard Life of Indi- 
ana, Indianapolis; Louis C. McGann, National 
Guardian, Madison, Wis. 

Ben S. McGiveran, Northwestern Mutual, 
Chicago; Willis F. artin, Northwestern 
Mutual, New York; Kenneth R. Mackenzie, 
New England Mutual, Boston; Edward CG 
Marget, New England Mutual, Boston; Marcus 
D. Mason, Northwestern Mutual, New York; 
Max . Matson, Mutual Benefit Life, Cleve- 
land; Vincent A. Miletti, Northwestern Mutual, 
Newark; Charles S. Miller, Lincoln National, 
Tyner, Ind.; Elmer C. Moore, New York Life, 
Wichita; Franklin A. Morse, Northwestern 
Mutual, South Bend, Ind.; Leroy C. Mumme, 
Jefferson Standard, San Antonio; Edward G, 
Mura, New England Mutual, Kansas City; 
Stanley N. Murphy, Penn Mutual, Natchez, 
Miss.; Frank Nathan, New York Life, Los 
Angeles; Howard Neal, Continental Assurance, 
Los Angeles. 

J. Edgar Nelson, American National, Los 
Angeles; Edward W. O’Shaughnessy, Equitable 
Society, Chicago; Albert M. Palmer, Massa- 
chusetts Mutal, Miami; 
Travelers, Los Angeles; Milton Perlman, John 
Hancock, Chicago; 
Hancock, Boston; George H. Plante, John 
Hancock, Cleveland; Richard G. Poindexter, 
Northwestern Mutual, St. Louis; Milton R 
Polland, Security Mutual Life, Milwaukee; 
Ernest M. Pomerantz, Sun Life, Philadelphia; 
R. Joyce Portnoy, Crown Life, St. uis; 
Lamont Post, independent, New York; James 
H. Prentiss, Jr.. New England Mutual, Chicago; 
Henrikas Rabinavicius, New England Mutual, 
New York; Arthur D. Reed, Northwestern 
Mutual, Nashville. 


Fred G. Reed, independent, Chicago; Harold 
L. Regenstein, Massachusetts Mutual, New 
York; Chas. D. Richardson, New England Mu- 
tual, Memphis; John K. Rickard, Northwestern 
National, Hutchinson, Kan.; A. Everett Riley, 
New York Life, Kansas City; C. Rigdon Robb, 
Northwestern Mutual, Chicago; George P. 
Roberts, Massachusetts Mutual, Wheeling, W. 
Va.; Kenneth V. Robinson, New England Mu- 
tual, Waterbury, Conn.; Robert Rogerson, Penn 
Mutual, Lansing, Mich.; Harold C. Rose, in- 
dependent, New York; Edward W. Rosenheim, 
Penn Mutual, Chicago; H. Ben Ruhl, North- 
western Mutual, Detroit; Sam M. Rumph, 
Northwestern Mutual, Atlanta, Ga.; John M. 
Russon, Massachusetts Mutual, Los Angeles; 
Sidney Salomon, Jr., Crown Life, St. Louis. 

H. Karl Schuetter, Northwestern Mutual, Ap- 
pleton, Wis.; Harry R. Schultz, Mutual Life, 
Chicago; Martin I. Scott, independent, Los An- 
geles; N. H. Seefurth, Northwestern Mutual, 
Chicago; Ben H. Sekt, New York Life, Sioux 
City, Ia.; Clifford A. Seys, Northwestern Mu- 
tual, Grand Rapids; Roy H. Sheldon, Equitable 
of Iowa, Los Angeles; Chas. N. Siewers, 
curity Life & Trust, Winston-Salem, N. C. 
Lawrence E. Simon, Massachusetts Muti 
New York; Samuel M. Sitomer, Union Central, 
New York; L. A. Spencer, Equitable Society, 
Youngstown, O.; Harry Steiner, Equitable So- 
ciety, Chicago; Harry B. Stephens, Massa- 
chusetts Mutual, Los Angeles; Ron Stever, 
Equitable Society, Los Angeles; Henry C. 
Stockman, New England Mutual, Newark. 

Edward L. Sweedler, Union Central, Brook- 
lyn; M. Glenn Tuttle, Lincoln National, Miami; 
T. Westley Tuttle, Northwestern Mutual, Mil- 
waukee; Malcolm D. Vail, Northwestern Mu- 
tual, Chicago; George M. Venable, North- 
western Mutual, Columbus, Ga.; Vic Vybiral, 


(CONTINUED ON PAGE 18) 


Harold S. Parsons, [| 
Robert B. Pitcher, John | 
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N. Y. Department Hints End 


to ‘Jumping Juvenile’ 
(CONTINUED FROM PAGE 1) 


el- | which, when turned over to the young- 


ster on maturity to maintain, prove too 
much of a burden and consequently re- 
sult in heavy lapse. 

The change in the law in 1940 made 
the limits more stringent and added 
subsection 2 (a), the 50% restriction. 

Apparently the five-for-one type of 
policy appears to the department some- 
thing of a device to hike the amount on 
juveniles automatically far above the 
limits contemplated by the legislation, 
though the increase does not occur un- 
til after the age specified, 14%. Mr. 
Harris said the department is con- 
fronted with the question of whether 
the section permits an amount of in- 
surance without any limit. 


Mr. Wallingford suggested that such 
a ruling would be a scintilla one be- 
cause the department has no scintilla of 
authority for it. The law clearly con- 
templates an increase in the amount of 
insurance with advancing age. The 
legislative intent was that before age 
15 the legislature wanted the bulk of 
insurance on the parent. However, if 
the department feels that there is 
something wrong, then it ought to set 
out to amend the law. 

Charles Dubuar, chief actuary of the 
department, said that high amounts 
now are being issued on young persons 
on their own application. There is an 
economic problem involved, not one of 
infanticide. Children shouldn’t be over- 
insured and their parents underinsured. 
The question is, will these large 
amounts of insurance stay on the books 
after insured reaches age 21? 

Mr. Wallingford pointed out that it 
is possible agents will sell to the wrong 
people once in a while, people who 


' cannot afford to carry the insurance, 
' but that does not nullify the fact that 


the statute sets out no limit after the 
minor reaches 1414 years. The depart- 
ment can enact regulations which im- 
plement the law so long as the law 
authorizes the action, but if the depart- 
ment is making law then he thinks it 
has to go to the legislature. A situation 
did develop prior to 1940, and over- 
zealous mothers were reportedly buy- 
ing policies on children with relief 
checks. 

The companies should be permitted 
to sell high priced insurance. It may be 
wrong to permit a salesman to sell an 
endowment policy if the person who 
buys it cannot afford it, but this kind 
of situation cannot be reached by regu- 
lation or law. He said he was not pre- 
pared to admit that there is an evil 
in the present situation. A great many 
Policies are sold to grandfathers on 
minor children and the grandfathers 
can afford it. Most of the points raised 
by the department bear on underwrit- 
Ing matters, he pointed out. 


Julius Sackman, chief of the life 
bureau, said certain practices may de- 
velop into an evil and the department 
then is faced with the necessity of tak- 
ing action. Increased amounts of cover 
and premium on juveniles may take an 
undue amount of the breadwinner’s in- 
surance dollars. He suggested there is 
a distinct evil in the manner in which 
this insurance is now being sold. If 
the policies are unjust or inequitable, 
the department can disapprove them. 

Mr. Harris quoted from a talk at the 
Society of Actuaries meeting made by 
J. R. Gray, actuary of Canada Life, in 
which he reports a heavy (55% in 
1951) lapse at age 21 and suggested 
that there may be a selection against 


XUM 


the company at this point. 

Mr. Wallingford admitted there may 
be some anti-selection against the com- 
pany, but he quoted Managing Direc- 
tor Charles J. Zimmerman of L.I.A.M.- 
A., who has found the persistency on 
juveniles better than that on adults. 
He added that it is not necessarily bad 
to have a high value policy at 21. Is it 
any worse than if the parent purchased 
a savings bond for his child which be- 
came due at that age? 

Mr. Dubuar said it would be good if 
the father has enough insurance to 
meet the standard of the law. He may 
not need insurance, he may have his 
money in government bonds, Mr. Wal- 
lingford rejoined. 

Daniel J. Reidy, general counsel of 
Guardian Life, emphasized that the 
law’s limitations on amounts apply be- 
fore age 141%. What the department is 
trying to do is limit the amount of in- 
surance after that age and thus change 
the intent of the statute, which is clear. 

Mr. Dubuar argued that if the sta- 
tute does not specifically permit com- 
panies to issue larger amounts than 
are set forth in it, the companies can- 
not issue such amounts. He asked 
where the statute states the company 
has the power to issue a policy with a 
deferred amount effective after 144. 
Mr. Reidy replied that the law gives 
the company the right to increase lim- 
its after 14%. 

On that basis, Mr. Harris commented, 
the company could write any deferred 
amount. 

Mr. Reidy said that there is no evi- 
dence that an evil exists. If it is dis- 
covered that one does, the procedure 
should be to accumulate the facts, 


study them and arrive at a reasonable | 


solution. 
There is no problem on conversions, 
Russell Matthias of Chicago, appearing 


other purpose. Thus lapsation is a re- 
flection of cone purpose of the con- 
tract. As to adverse selection, no one 
can tell whether this will occur or not, 
since the insurance is being written so 
many years ahead of the time when 
the selection can be made. In this re- 
spect the policy resembles options in 
other types of policies. 

The actuary of another company said 
that while his company does not issue 
the policy, he questions the 55% lapse 
figures reported by Mr. Gray. He can- 


not see why a policy would be lapsed 
just because it goes from $1,000 to $5,- 
000 with no change in premium. He 
thought the department should check 
the kind of policy Mr. Gray was talk- 
ing about. 

Judging by the growth in its sale 
and the demand for it, this type of 
policy is obviously filling a need. It is 
possible that youths entering military 
service would tend to keep it in force 
and those not doing so would consider 
that danger carefully before issuing it 








We'd like to tell you that 
he got his million through 
adding Mutual Benefit Life 
to his fire and casualty 
lines. Actually, however, 
he married a young widow 
who was really loaded. 





for Lutheran Brotherhood, said. Then 
where does the evil exist? 

Mr. Sackman said the question was 
if the evils of the 1930s are not being 
restored. Mr. Matthias did not think 
so. He questioned Mr. Gray’s conclu- 
sions, adding that his company could 
refute that experience. On the five- 
for-one policy? Mr. Harris asked. No, 
on all types of juvenile, was the reply. 

Mr. Dubuar said that what he was 
talking about was lapse rate at 21 on 
five-for-one policies. 


Mr. Matthias said that all juvenile | 


policies persist well. The five-for-one 
policy at age 21 increases in amount 
500%. His company has been writing it 
only four or five years and does not 
have any clear experience on this par- 
ticular business but he said he could 
furnish facts on juvenile across the 
board. 

John Lloyd, vice-president of Union 


Central Life, said his company filed | 
one of the forms but it has not yet | 
been approved by the New York de- | 


partment. He does not think that it is 
anti-social in effect or uneconomic, 


otherwise he would not have filed it. | 
He thinks there is a demand for it and | 
he can see no inherent evils in it. He | 


asked for a quick decision by the de- 


partment because some companies are | 
writing this type of policy and others | 
are prepared to do so but cannot get | 


authorization. 
George Shelley of the Maccabees 
said the significance of the statute 


loses some value when it isremembered | 


that the five-for-one contract serves a 
flexible purpose. A 20-year endowment 
is a good form of contract, but it con- 
templates a 100% lapse at the end of 
20 years. The five-for-one provides an 
option at 21, of continuing the insur- 
ance in force, or of taking down the 
large cash value for education or some 


But he did pick up a lot 
of extra commissions 
with MBL and without 
working too hard, either. 
The General Agent for 
Mutual Benefit Life 
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values on all types of policies...more flexible 
F settlement options... higher annuity payments, 
and so forth. Of course, he had to 
endorse and deposit his commission checks 
, and that did require quite a bit of time. 


While we can’t put you 

in touch with a wealthy 

widow, we can do the next best. 
thing, and that’s to introduce 
you to our General Agent 

in your area. Just let us 
know—and remember, sf 
it’s easy to do business with 
Mutual Benefit Life. 
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and take whatever risk is involved if 
the advantages are sufficient. 

He does not think the department 
should attempt to tell a company how 
to underwrite its business. The law 
does not bear on the problem of people 
spending too much money for insur- 
ance. The rate for endowments is 
higher than on this policy, including 
those used for educational purposes. 
Such action might stultify the growth 
of a popular form. 

Gardner Knight of Berkshire noted 
that several companies have issued for 
a long time return of premifum at age 
15 policies which include an option of 
coverage increase that is even greater 
than the five-for-one policy. 

If there is a question of the impro- 
priety of a contract involved, he indi- 
cated the hearing was incorrectly ad- 
vertised and should be held on the 
basis of a refusal to approve a form— 
not on the question of amount. 

Robert L. Bergstresser, actuary of 
U.S. Life, said that there are other 
forms sold on juveniles which are 
higher priced. 


The representative of another com- 
pany which does not write the five- 
for-one said that deferred insurance 
involves a principle quite understand- 
able in the business. No one knows 
whether he will be insurable 10 years 
from now. This policy enables the par- 
ents of a child to preserve its insura- 
bility and secure a low premium and 
preserve it. He recalled that the study 
of industrial juvenile business which 
led to the legislation of 1940 showed 
that such a high proportion of the 
policies being sold on children were 
on endowment plans the suspicion was 
created that the purchasers had no 
choice. However, in ordinary there was 
and is a broad range of plans and 
prices. Agents are trained to fit insur- 
ance to insured’s needs, adult or juven- 
ile. Their company issues 10 pay life on 
juveniles and has found great interest 
in those plans in the grandfather field. 
The five-for-one policy has very ac- 
ceptable features. 

Mr. Harris again noted the possibili- 
ty that there could be no limit to the 
amount written on juveniles under 
this or similar plans. 









profitable process. 


EQUITABLE 


LIFE INSURANCE COMPANY OF IOWA 


FOUNDED IN 18667 IN DES MOINES 


is as much a part of 
the field associate's life as his 
daily prospecting and selling. 
Upon completion of the Basic 
Training Course, the career 
life underwriter embarks upon 
the Intermediate Training 
Course, Part 1, and upon its 
successful completion, pro- 
gresses to Part Il on business 
insurance. The Company 
firmly believes, and its field 
associates have proved, that 
training for career life under- 
writing is a continuing and 





Fear Tax Effect of Rush 


to Form Texas Companies 
(CONTINUED FROM PAGE 1) 

any possible advantage of a special 
tax basis for life company income. 
Even assuming that the present 64% 
basis gives life companies something 
of a tax break, anyone shrewd enough 
would realize if it should prove to 
amount to anything very substantial 
the Treasury people and Congress 
would quickly get busy and bring back 
equilibrium. 

On the other hand, the long-term 
capital gain advantages of a life com- 
pany are truly mouth-watering for a 
man in a high income-tax bracket. He 
doesn’t want dividends but capital ap- 
preciation. On dividends he pays of 
course his regular tax rate but a dol- 
lar of long-term capital gain is taxed 
as only 50 cents of regular income and 
is subject to a top rate of 25%. A new 
or small life company fits ideally into 
this setup. It is usually 8 to 19 years 
before a new life company pays divi- 
dends to stockholders if it is bent on 
a plow-back and expansion program. 
The time could be even longer. During 
all this time the values are building up 
for the owner to such proportions that 
his next worry becomes what to do 
about estate and inheritance taxes. 

In a little more than a year upwards 
of 40 companies have been organized 
under a special provision of the Texas 
law that permits companies doing a 
limited business to start with only 
$25,000 capital and $12,500 surplus. 
During the same period at least 17 
companies with $100,000 or more capi- 
tal were formed. Strong efforts are 
being made to change the law to pre- 
vent more of the $25,000-capital com- 
panies being formed. These efforts 
have caused promoters to create many 
of such companies on speculation in 
recent months, with the idea that once 
these limited capital insurers could no 
longer be organized, any exiting char- 
ters would have quite a mark-up value. 

The number of $100,000-and-up new 
companies being formed, however, in- 
dicates that it is not just in the $25,000- 
capital class that Texans are interested 
in owning life companies. In fact, if 
the traditional Texas penchant for 
doing things in a big way is still op- 
erating, it might well be that more 
Texans will be interested in being life 
company owners after it takes at least 
$100,000 capital and $50,000 surplus 
than when anybody can get into the 
game with only a $37,500 ante. 


Claim-Padding Doctor 


Gets Suspended Sentence 


Dr. George F. Engstrom, Belgrade, 
Minn., physician who admitted de- 
frauding Group Health Mutual of $15,- 
600 and was given a year in jail, re- 
ceived a suspended sentence when it 
became known that he had made com- 
plete restitution. Dr. Engstrom admit- 
ted padding claims of patients against 
the insurance company. He has been 
suspended from medical practice for 
three years. 


Nelson Rejoins B.M.A. 


A. Herbert Nelson, former Minne- 
sota commissioner, has rejoined Busi- 
ness Men’s Assurance as Minneapolis 
manager, the position he held until 
his appointment. Mr. Nelson is a past 
president of Twin City A. & H. Club. 











Milwaukee C.L.U.'s Elect 
Milwaukee C.L.U.’s have elected 

Herbert J. Schwahn of Northwestern 

Mutual Life, president, succeeding H. 


E. Leiser, Equitable Life of Iowa. Har. 
old W. Hibscher of New York Life, is 
the new vice-president, and H. 
Parks, Prudential, is secretary-treas. 
urer. 





Blue Cross at Lynchburg 


Asks New Rates, Contract 


Four Lynchburg, Va., area hospital 
and the Piedmont Hospital Servig 
Assn. (Blue Cross) have asked fo 
higher hospitalization policy rates, q 
new “comprehensive” contract anj 
certain changes in the standard cop. 
tract provisions. 

The major change in standard con. 
tract provisions would allow the pol. 
icyholder $18 a day for hospitalizatiog 
in nospitals that are not members g 
the association. This is an increase g 
$3. 

The Virginia state corporation com. 
mission, with which the petition wa 
filed, has set a public hearing fq 
June 11. The applicants said th 
changes were necessary because of 4 
loss of $15,197 during 1952 under the 
present contract, and because of the 
increased cost of service. 

The rate increases requested rang 
from 25% to 90% among the seve 
categories of the current standard con. 
tract. A proposed new “comprehen. 
sive” policy with higher rates than the 
current standard one would allow $ 
a day for hospital room payments in. 
stead of the $7 a day limit under th 
standard coverage. 


Mrs. Hobby May Speak 
at N.A.I.C. Luncheon 


Word from San Francisco is that 
there is the possibility that Mrs. Ovet: 
Culp Hobby, secretary of health, edu. 
cation and security, may be the speak- 
er at the all industry luncheon during 
the N.A.I.C. convention at San Fran. 
cisco June 10. 





Marian Walker, Great American Ins.) 


Co., is in charge of entertainment ar- 
rangements for the women at the con- 
vention. She is president of San Fran- 
cisco Insurance Women’s League. 
The San Francisco committee said 
prior arrangements should be made for 


return trips because of the heavy trav-} 


el in June. Air travel reservations must 
be reconfirmed at least six hours be- 
fore seheduled departure. 


Elect at Los Angeles 





Los Angeles A. & H. Assn. has elec-; 


ted Charles I. Wise, Continental As- 
surance, as president. J. R. Brown, 
Massachusetts Indemnity, is 1st-vice- 
president; Kenneth Stoakes, Loyal 
Protective Life, is 2nd vice-president 
and Jack Kossick, Washington Nation- 
al, secretary-treasurer. 


Call Minneapolis Conference 


A six-state regional conference oa 
health has been called in Minneapolis 
May 20 and 21 by Group Health Assn. 
an affiliate of Group Health Life, to 
explore the problems of providing and 
paying for personal health services. 


Gov. Fine Zone 2 Speaker 


Governor Fine of Pennsylvania 
spoke at the banquet during the Zone 
2 N.A.I.C. conference at Hershey, Pa, 
Wednesday. 


Offer Bill to Alter A.&H. Statutes 

A bill has been introduced in the 
Ohio senate to amend the sickness and 
accident statutes to conform to the 
uniform standard provisions bill. It is 
an agreed measure. 














e Continental Assurance is construct- 
ing an office-warehouse which it 
lease to the County of Los Angeles. 


B Micl 
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(G) 
Columbus Mut. ............ 
Confed. Life ................ 
(G) 
OM. Gem  cniccccoe 
(G) 
Constitution Life ...... 
(PD 
Continental ...........ce0 
(G) 
Credit Life «0.0... 
(G) 
Crown Life «uu... 
(G) 
Cuna Mutual .............. 
(G) 
Dominion Life .............. 
(G) 
Equitable Soc. ............ 
(G) 


Equitable, Iowa 
Express. Mut. ... 
Farm Bureau 

Farms., Trads. L: 
Federal L. & C. 


Federal Life - 
I) 

Fidelity H. & A. ........ 
(G 

Fidelity Mut. 
Franklin Life 
Gen. AM. .......ceseceseeees 


Girard Life... 
Great Lakes Mut. .... 
(G 










(ID 
Great-West Life ...... 
(G) 
Guarantee Mut. ......... 
Guardian Life ............ 
(G) 
Home Life .................. 
(G) 


Independence L. & A. 
Indianapolis Life 
Inter-Ocean 


Jefferson Nat. 
John Hancock 


Kansas City Life 
Lafayette Life 
Liberty L. & A. 


SD GE TR. cccccmtencns 
(G) 
(I) 
Lincoln Nat. .............. 
(G) 
Loyal Prot. .............00 
(G) 
Lutheran Mut. ............ 
Manhattan Life ............ 
(G) 
WRGO. TB oncnsccessicccsicess 
(G) 
Be I sbsiictcicness 
(G) 
Metropolitan ................ 
(G) 
(I) 
Michigan Life ............ 
(G) 


Midland Mut. 
Midwestern United 
Minnesota Mut. ... 


Monarch Life 





Mutual Benefit 
Mutual Life 
Mutual Service 
Mutual Trust 





. Masonic Prov. . 
. Travelers. ............ 
New England Mut 





No. 
No. 


Am. 
Life, 
Northern Life a 
Northwestern Mut. .... 
Northwestern Nat. .... 









G) 
Occidental, Cal. ........ 
(G) 
Ohio Nat. .... 
Ohio State 


Old Line Life .. 
Old Rep. Credi 


(G) 
Pacific Mut. ............. 

(G) 
Paul Revere _............ 

(G) 


Penn Mutual 
Peoples Life 


(G) 
Philadelphia Life ..... 


Phoenix Mut. ............ 
Provident L. & A.. .... 
(G) 
Provident Mut. ............ 
Prudential ...........000 
(G) 
(1) 
Quaker City Life 7 
(I) 
Reliance Life _............ 
Republic Natl. .............. 
G) 
Rockford Life 
Samaritan. Life 
ity Ben. 

















New Business In Force 
$ $ 
98,475 704,500 
8,611,540 64,853,420 
4,612,757 11,479,788 
18,0 ,000 
12,945,309 68,808,745 
10,232,344 112,251,821 
460,000 1,005,267 
onseniinsaiinas ,100 
16,512,403 86,473,980 
58,308,841 151,255,435 
4,144,563 2,825,132 
71,025 54,457 
9,196,500 51,155,843 
534,000 2,271,500 
235,672 744,393 
29,117,396 68,609,503 
029, 47,807,463 
417,000 621,000 
60,534,098 340,530,482 
,690,124 305,102,529 
8,395,755 65,526,048 
117, 1,564,904 
15,457,410 21,749,535 
56,620 1,772,464 
3,962,606 7,062,126 
9,150 360,650 
73,066 11,808,109 
1,598,652 
11,673,959 
18,576,687 
53,841,635 
1,750,100 14,607,269 
43,821,196 133,201,392 
97,681 938,500 
2,863,000 4,959,319 
32,000 174,000 
12,138,908 34,527,905 
12,945,600 102,218,877 
1,532,000 11,125,218 
2,582,167 12,785,770 
1,702,216 15,482,199 
2,0 15,000 
5,069,519 55,113,094 
21, 784,500 
1,001 1,000 
1,613,642 9,777,594 
19,680 680 
pre 47,000 
572,639 2,923,635 
38,686,848 315,803,275 
48,410,519 540,280,219 
15,648,166 130,563,234 
2,452,982 16,526,336 
27,371,467 
2,479,873 
53,150,059 
217,289 947,688 
6,287,375 55,477,133 
25,179,675 193,127,799 
28,710,297 47,752,616 
134,020 1,068,402 
75,000 66,000 
1,588,840 16,345,697 
4,124,898 11,109,107 
1,729,500 1,839,500 
11,396,190 99,268,695 
42,000 265,500 
15,632,097 182,233,126 
125,108 4,048,630 
89,920,732 928,804,170 
110,942,547  1,155,626,629 
35,915,059 475,739,821 
8,124,111 42,960,829 
8,554,0! 44,119,670 
1,322,799 13,318,989 
1,385,330 64, 
2,745,817 20,496,685 
1,263,000 9,260,100 
1,510,699 7,634, 
80,000 804, 
3,572,000 25,293,581 
3,960,861 25,336,429 
26,607,519 315,013,668 
10,006,900 140,373,051 
31,1 106,760 
1,570,273 21,864,012 
14,593,602 67,492,173 
1,035, 2,326,900 
31,594,293 112,304,913 
122,424 = 
201,319 3,053,322 
6,006,303 64,333,253 
sestiegaeabieas 191,500 
uaaiade 2,000 
12,892,491 119,517,434 
26,436,948 294,252,511 
51,650,088 51,885,672 
268,9 813 
3,616,414 3,071,757 
235,51 231,000 
13,965,904 49,575,397 
515,000 756,750 
27,6 4,204,242 
1,444,074 15,246,723 
96,0 727,092 
31,860,894 402,424,576 
3,294,897 34,750,799 
9,577,488 23,334,104 
15,063,712 50,290,910 
797,350 115,697,652 
6,376,213 49,457,417 
1,599,127 14,855,822 
133,757 3,177,663 
10,159,092 10,596,067 
4,1 3,368,778 
2,681,5433 25,307,102 
.679,500 3,491,500 
2,617,185 13,655,004 
,0 1,516,500 
16,498,108 123,357,262 
1,500,946 7,994,157 
dseleenabineaed 74,000 
15,7 432,482 
3,773,549 41,619,879 
384, 1,642,808 
6,242,850 20,747,000 
8,054,586 62,914,758 
91,200,308 759,447,428 
32,561,678 317,644,626 
17,372,490 295,091,298 
2,934,045 1,976,278 
3,568,803 43,861,504 
257,663 19,705,737 
q 1,268,500 
673,648 
eiabaihaniiss ‘ 567 
4,710 173,159 


New Business 





$ 
Security Mut. ............ 2,499,307 
(GR cccerstatasieer 
Standard Life . = 1,075,788 
State Farm 11,476,818 
State Life ccc 994 094 
State Mut. Life .......... 5,471,311 
(G) 8,333,379 
CE 758,423 


Sun Life, Can. ............ 
( 

Supreme Liberty 

Travelers  ......ccccsssseser 


Union Cc. & L. 


Union Central 








Union Labor. ..........0+ 
Union Mut.  o...ccccsssee 
United Ben. «00... 8,856,685 
(G) 4,236,800 
United IMs. occ 1,363, 
(I) 10,275,542 
United L. & A. ........ 810,860 
U. S. Life ade 465,650 
Victory Mut. on 148,081 
Washington Natl. .... 5,689,012 
(G) 332,420 
(1) 5,617,197 
West. & Southern .... 17, 
G) 27,2 
(I) 11,107,930 
Wisconsin Nat.............. 4,735,307 
Woodmen Central 1,080,902 
Total Ordinary ....... 971,189,455 
Total Group ............. 979,528,701 
Total Industrial ... 165,592 


Total All Lines .... 2,116,310.753 





In Force 


Up Fairley and Brannon 


To High Protective Posts 


Protective Life has promoted Albert 
L. Fairley from secretary to vice- 
president and William C. Brannon 
from assistant secretary to secretary. 

Mr. Fairley has been with the com- 
pany 41 years and secretary since 1927. 
He started in the business in 1906. Mr. 
Brannon has been with the company 
21 years, the past 10 as supervisor of 
the policyholders’ service department. 
~ was named assistant secretary in 

1, 


Dobbs on Executive Committee 


H. Talmage Dobbs, Jr., treasurer of 
Life of Georgia, has been named to 
the executive committee, the unit 
which directs the company’s opera- 
56g tions. Mr. Dobbs joined the company 
761.116 in 1933, was named assistant treas- 


49,117,345 
19,456,939 











ee urer in 1948 and treasurer a year ago. 
38,962,914 He is a navy veteran. 
7,011,046 
18,976,276 ASSESSMENT COMPANIES 
136,050,309 New Business In Force 
1,877,290 $ $ 
112,283,631 Community Life ........ 3,743,851 8,945,831 
28,393, Detroit Mut. ..... 16,573,447 641,948 
3,967,303 Diamond Mut. . 73,066 646,185 
7,103,204,359 Friendship Mut. ........ 649,495 715,489 
4,625,683,731 Metropolitan Funeral 14,666,100 19,670,900 
1,339,836,712 Twentieth Cen. Mut. 1,114,852 946, 
13,068,724, (CONTINUED ON PAGE 22) 





















The average life insurance man, bless his heart, 
is literally hungry for sales ideas. That’s because 
sales ideas are the tools of his trade. It’s how 
he earns his bread and butter. 


American United Life’s agency department 

is aware of this simple fact of life. The brass 
do a lot of traveling and talking. They do a lot 
of listening, too. And like the bee that carries 
pollen from flower to flower, ideas are carried 
from one agency to another. The seeds sprout 
and pick up individual characteristics that turn 
out a harvest of new ideas. Incidentally, the 
agency department raises quite a crop of sales 
ideas on its own, too—sales plans that are 
practical and usable. 


Knowing about the bees and the birds and the 
flowers probably accounts for the record volume 


of quality business coming our way. 











AMERICAN UNITED LIFE INSURANCE COMPANY 
HOME OFFICE, FALL CREEK PARKWAY AT MERIDIAN ST. 
INDIANAPOLIS, INDIANA 
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EXCELLENT OPPORTUNITY 


for 


GROUP ACCOUNTS SUPERVISOR 


One of the nation’s leading 


group underwriters has 


responsible position open for man experienced in 
the production and administration of large group 


accounts. 


The man we have in mind preferably will be age 35 
or over and will be able to assume a great deal of 
responsibility based on a broad and varied experience 
in this type of work. He will be a member of the 
Home Office Staff, and will handle large group cases 
as a representative from company headquarters. 


This position is backed by an attractive salary prop- 
osition commensurate with ability. Also included is 
a broad group insurance program and an excellent 
retirement program. All replies will be acknowledged 
and the best qualified applicants will be interviewed 
personally. Please give full information in your first 
letter, which will be held in strict confidence. Address 


replies to: 


BOX NO. 


The National Underwriter, 


S-51 
175 W. Jackson Blvd., 


Chicago 4, Ill. 











WANTED AGENCY 
DIRECTOR 


To organize and direct agency operations 
for Old Line—Legal Reserve Life Insurance 
Company Specializing exclusively in selling 
Military Personnel the best group of Pol- 
icies on the market. 

Must be experienced in this particular 
field and be capable of obtaining a large 
volume of sales. 

Company is capable of accepting an 
unlimited amount of volume. 

Excellent opportunity both from a mone- 
tary and future security viewpoint for the 
right man. 

Replies treated confidential 
Box S-33, 


The National Underwriter, 
175 W. Jackson Blvd., 
Chicago 4, Ili. 


OUTSTANDING 


OPPORTUNITY! 


SALES MANAGER—Promotional type to 
train, develop and direct large specialized 
Sales Force in several Western States. 


Terrific Combination "Package" sale of 
life insurance and stock in small loan 
corporation. 

Program offers tremendous returns to 
investors. 

Top bracket income to the man selected. 

This is an Old Line—Legal Reserve Life 
Insurance Company. 

Confidential—Box $-32, The National 
Underwriter, 175 W. Jackson Blvd., Chi- 
cago 4, Ill. 

















Ohio - Indiana 


An opportunity exists for an aggressive 
man who is qualified to do agency super- 
visory work in the states of Ohio and Indi- 
ana for a medium size mutual legal reserve 
life company located in the mid-west. If 


GENERAL AGENCY WANTED 
Fully qualified man is interested in obtain- 
ing General Agency in Madison and South- 
ern Wisconsin. Address S-53, The National 
Underwriter, 175 W. Jackson Blvd., Chicago 
4, Il. 











you have a record of success in recruiting 
training and selling and would like an op- 
portunity for advancement, write indicat- 
ing age, marital status, business and edu- 
cational background and salary desired 
All replies confidential. Address P-98, The 
National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 











GENERAL AGENT 
SEEKS CHANGE 
Experienced in life, sickness, and accident 
lines. Over 20 years’ experience. 15 yrs. as 
General agent. Prefers midwest territory. 
No objection to travel. References. Ad- 
dress S-55, The National Underwriter, 175 

W. Jackson Blvd., Chicago 4, Ill. 








(CONTINUED FROM PAGE 21) 

















New Business In Force 
$ 
Universal Mut. ............. 148,834 1 404 
Wright Mut. 4,33,970 5,189,244 
FRATERNALS 

Aid Assn. Luthns. .... 7,522,463 56,971,655 
Alli. Poles of Am. .... 171,2! 1,289,565 
AmMaLanth _ ....csccseseeeeees 128 527,930 
Lif 148,500 1,374,465 
245,578 1,034,785 
Ben Hur Life 56,691 1,961,176 
Ben. Life 3,500 162,986 
Croatian Un 201,000 4,341,350 
Czech. Soc. 284,058 2,079,990 
Danish Brthrhd. 30,250 587,625 
Degree of Honor ........ 1,894 3,280,268 

Equit. Reserve Assn. 160,699 2,910, 

Fidelity Life Assn. .. 1,377,212 4,043,2 
Fst. Cath. Sov. Un. .... 409,900 2,974,955 
Fst. Cath. Sov L’d’s. .. 154,500 1,525,636 
Foresters, Cath. ........ 537,100 5,909,169 
Foresters, Indpndnt. 20,654 2,675,768 
Forsts, Wmn’s Cath. 240,469 2,400,518 
Farband-Labor Zion.* 40,954 550,853 
Gleaner Life ................ 1,543,237 24,191,462 
Grand Carniol. Slov. 23,700 627,250 
Greater Ben. Un. ....... 402,200 2,294,250 
Greek Cath. Un. ...... 44,250 865,535 
Hungar Ref. Fed. ..... 304,750 2,124,952 
Intl. Workers. .............. 203,350 3,617,916 
K. of C. 2,162,142 19,719,188 
Lds’ Cath. Ben. .......... 274,008 5,242,591 
Lutheran Brthrhd .... 2,328,637 12,676,470 
Maccabees _ ......scssseeseeeee 6,257,940 53,861,853 
Modern Woodmen ..... 3,636,707 20,477,574 
Nat. Slovak Soc. ......... 91,100 1,115,700 
Polish Nat. Alli. ...... 1,997,758 21,972,122 
Polish Rom. Cath. Un. 769,550 7,070,173 
Polish Women’s Alli. 315,205 4,283,170 
Prot. Home Circle .... 416,000 4,698,298 
Rakoczi Aid Assn. .. 199,400 961,600 
Royal Clan qu... 16,750 629,807 
Royal Neighbors ...... 1,049,383 12,998,904 
Serb Nat. Fed. .......... 64,550 897,191 
Slovak Cath. Sokol 79,250 1,128,000 
Slovak Evan. Un. ..... 19,595 561,371 
Slovene Nat. Ben. .... 127,700 2,104,391 
Superior Life Soc. .... 3,155,203 6,601,735 
Ukrainian Nat. Assn. 317,022 2,431,580 
Ukrainian Wrkng Assn. 70,997 793,876 
U. Roum. Soc. 41,750 827,850 
Verhovay Assn. .......... 412,030 4,673,120 
Wstrn Bohem. Assn. 206,387 2,967,582 
Woman’s Ben. Assn. 688,644 8,411,390 
Wdmn Cir. Sp. For. 181,116 1,553,720 
Woodmen of World 967,847 4,733,404 
Total Fraternal ...... 40,354,966 334,516,652 


*Formerly Jewish National Workers’ Alliance 
of America 


A. & H. Bureau Seminar 
at N.Y. Attracts 175 


(CONTINUED FROM PAGE 3) 
adverse loss ratio for accident cover- 
age, “and this age bracket also con- 
stitutes the greatest volume which in- 
dicates the adverse selection factor.” 
Available statisics show that sport 
accidents account for 53.5% of the 
total, with automobile accidents taking 
7.2% of the remainder, and all others 
39.3%. The average cost per claim in 
the sports group is $48 as compared 
with $110 for automobile and $60 for 
others. 

“T believe that most companies are 
taking a very liberal underwriting at- 
titude toward the student risk, feel- 
ing that by continuing coverage in 
spite of a series of sports claims and 
an adverse loss ratio, he will be sold 
on the merits of accident insurance 
and will remain on the books as an 
adult risk,” Mr. Stevens said. 

Joseph M. Ryan, Metropolitan Life, 
talked on “Residence Factors.” He 
mentioned several aspects on this 
topic, such as persons whose place of 
business is at the residence, the effect 
of general environment on the risk, 
the resident factor from the standpoint 
of experience peculiar to certain local- 
ities, the problem of foreign residence 
and travel and problems peculiar to 
residence in trailers. 

A report on the national use of the 
uniform individual A. & H. policy pro- 
visions law was given by John F. 
McAlevey, bureau counsel, who said it 
is now used in 38 jurisdictions. So far 
this year, 10 states have adopted the 
standard provisions law, and four 
more are still giving consideration to 
standard provisions bills, they being 
Alabama, Florida, Missouri and Ohio 
as well as District of Columbia. 


LIAMA Class Elects Kerns 


John S. Kerns, general agent for 
Northwestern Mutual, Sacramento, 
was elected president of the L.I.A.M.- 
A. ordinary classes at Pasadena. 


Other officers are C. J. Boone, as. 
sistant director of agencies Pruden. 
tial, vice-president; Melzar C. Jones, 
general agent Connecticut Mutual, Los 
Angeles, secretary, and Gordon I. Tan. 
ioka, general agent American Mutual, 
Honolulu, treasurer. 

Another school session will hold 
forth at Williamsburg, Va., May 18. 
29. 





Public Knowledge 
Inadequate, Hogg Says 


(CONTINUED FROM PAGE 4) 
notion a life company is like any othe 
company. 

As a further difference in life ip. 
surers and other companies, Mr. Hogg 
pointed to the American agent who 
“sells the idea of life insurance fi 
then, as a secondary matter, sells the 
product of his own company”. An ex. 
ample of this, he said, are the many 
sales congresses promoted by agents, 
Their sole purpose is to stimulate prop. 
er use of life insurance as a social 
service. It is a case of competitors free- 
ly exchanging ideas for promoting 
sales, something which is not done in 
other businesses. 

In much the same way, Mr. Hogg 
added, life companies which are indeed 
in competition, enthusiastically join in 
nationwide programs to promote the 
idea of life insurance. Though keen, life 
insurance competition is unusual in 
that it is not the kind which one com- 
petitor uses to destroy another. The 
reason is failure of one company ad- 
versely effects every other company. 
There are countless instances when a 
company through reinsurance and 
guarantees has come to the rescue of a 
weak competitor. 


Faser Heads First Official 


Slate of N. England Manager 


Henry M. Faser of Penn Mutual 
Life, Boston, has been elected presi- 
dent of the new General Agents & 
Managers Assn. of New England. The 
association was formed at the annual 
New England Management conference, 
sponsored by Boston Managers at 
Swampscott, Mass. 

Other officers are Earle B. Renwick 
of Phoenix Mutual, Portland, vice- 
president; Robert W. Boas of John 
Hancock Mutual Life, West Roxbury, 
Mass., secretary, and P. Russell 
Thompson, Metropolitan, Roxbury, 
Mass., treasurer. 


R. C. Brown to New York 


Towers, Perrin, Forster & Crosby, 
pension plan consultants with offices 
at Philadelphia, New York and Chi- 
cago, have appointed Roger C. Brown 
as consultant in charge of the New 
York City office. 

Mr. Brown formerly was senior con- 
sultant at Philadelphia. He joined the 
company in 1929. 


BLUE SHIELD REINSURER 


Continental Service Life & Health 
which has reinsured the outstanding 
liabilities of Louisiana Physicians 
Service as of March 31, is now clas- 
sified as an ordinary life insurance 
company. It was organized in 1946 as 
an industrial insurer but subsequently 
it was converted to the ordinary life 
basis. J. W. Baker is the head man. 
At Dec. 31, 1951, Continental had 
assets of $251,435, capital $100,000 and 
net surplus $47,489. Louisiana Physi- 
— Service was the Blue Shield 

an. 


Dr. Rice Heads N. M. Life 


New president of New Mexico Life 
is Dr. L. G. Rice, Jr. He succeeds 
Elmer Elliott. The company was char- 
tered Nov. 1, 1952. 
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Federal L.& C. Moving 


Federal L. & C. is moving its home 
office from Detroit to the Wolverine- 
Federal Tower, Battle Creek, Mich. 
The building is a modern 24-story 
structure with a large four-story wing. 











ae ae Me y | 


Federal offices will occupy the entire 
4th and 5th floor of the tower and the 
wing. 

Also located in the building is the 
company’s new credit life and disabil- 
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ity department. In charge are Vice- 
president Harold L. Buck and Assist- 
ant Vice-president Jack F. Fortnum, 
both of whom have had wide exper- 
ience in the consumer credit field. 
While Federal’s insured credit plans 
are “custom-built” to meet the par- 
ticular needs of individual banks and 
finance institutions, the policies fall 
into two general types, group or indi- 
vidual. 


List Phila. Assn. Nominees 


Caspar W. Haines, New England Mu- 
tual Life, has been nominated as pres- 
ident of Philadelphia Assn. of Life Un- 
derwriters. 

Other nominees for election at the 
June meeting are Lucien A. Hauslein, 
Provident Mutual Life, vice-president; 
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Jerome H. Pennock, Penn Mutual Life, 
2nd vice-president, and Vernon S. Mol- 
lenauer, Connecticut Mutual Life, 
treasurer. 


Adam Hosts New Agents at H. O. 

Penn Mutual Life’s President Mal- 
colm Adam had as his guests for five 
days 18 members of his President’s 
Club for New Organization. The re- 
quirement for membership is $250,000 
volume in the first calendar year in 
the business. Total production for the 
group was $5,762,094. Ten wives ac- 
companied their husbands and a well- 
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balanced program of business sessions 
and social events marked the occasion. 
The group also went on an overnight 
visit to Atlantic City with Mr. Adam. 


A. W. Gilbart, Dr. McNamara 


Get High Equitable Posts 


Equitable Society has named Arthur 
W. Gilbart a 2nd vice-president and 
Dr. W. J. McNamara associate medical 
director. 

Mr. Gilbart held various positions 
in Equitable’s securities investment 
department from 1937 to 1951. For the 
past two years he has been with Free- 
port Sulphur Co. He is an alumnus of 
the Massachusetts Institute of Tech- 
nology and did graduate work at the 
Harvard business school. 

Dr. McNamara has been with Equit- 
able since 1945 as assistant medical di- 
rector. A graduate of the University 
of Vermont medical school, he was in 
private practice for many years. He 
also has been medical director of 
Knights of Columbus. 


Continental Assur. Makes 
Group Changes, Ups Cocheu 


Continental Assurance has appointed 
Lincoln C. Cocheu from assistant act- 
uary to administrative assistant to Paul 
H. Rinker, vice-president in charge of 
the group department. Mr. Cocheu be- 
fore joining the company headed the 
veterans administration insurance de- 
partment at Chicago. 

The company has established a new 
methods procedure division, headed by 
George W. Owen, formerly manager of 
the group department operating divi- 
sion. The latter division has been divid- 
ed into two sections, with Richard 
Loebach as manager of the records and 
administration section, and Martin M. 
Rost as manager of the contract issues 
section. 


NY Group Men Hear Murphy 


NEW YORK—Deputy Superintend- 
ent Murphy of the New York depart- 
ment addressed the New York City 
Group Supervisors Assn., dealing prin- 
cipally with the recently enacted 
amendment for filing detailed scales 
of group insurance commissions. 


Philadelphia Council Elects 


William T. Fleming, Phoenix Mutual 
Life, was elected president of Phila- 
delphia Life Insurance & Trust Council 
at the annual meeting. 

Other officers are Sidney B. Dexter, 
Land Title Bank & Trust Co., vice- 
president; Lester S. Lamb, Connecticut 
Mutual Life, secretary, and Timothy L. 
Lingg, Philadelphia National Bank, 
treasurer. 

















Manufacturers Life Changes 


Manufacturers Life has appointed 
F. W. Schumann branch manager at 
Halifax, succeeding the late F. H. 
Goucher. Mr. Schumann has been with 
the company since 1935. 

The company has also appointed the 
following supervisors: W. H. MclIvor, 
Vancouver; J. H. Shaver, Port Arthur, 
and R. C. Tomlinson, Hamilton, Ont. 





600 at Pilot Life Convention 


More than 600 Pilot Life agents 
and their wives attended the com- 
pany’s combination agents convention 
at Miami Beach. Two special trains 
transported the qualifying agents, 
their wives and home office officials 
to the convention. 





Young Now Memphis Manager 


A. Hotchkiss Young has been ad- 
vanced from supervisor to manager 
for Cosmopolitan Life at Memphis. 
Mr. Young has been with the company 
since 1942. Before that he was an agent 
for New York Life at Memphis. 


Banker Praises Results of Cooperation 
with Agents, Lawyers and Accountants 


Two principal dividends have ac- 
cumulated from the establishment of 
estate planing councils, according to 
Thoburn Mills, chairman of the Amer- 
ican Bankers Assn. committee on rela- 
tion with life underwriters and vice- 
president of National City Bank of 
Cleveland. Agents, trust men, attor- 
neys and accountants find that co- 
operation, while giving the public bet- 
ter service, brings returns in actual 
business for each member. 

Mr. Mills, writing in the Trust Bul- 
letin of the bankers association, says 
that in the three-year period since 
1949 there has been “greater progress 
and a more radical change in the co- 
operative movement between agents 
and trust men than in any correspond- 
ing period in the history of the move- 
ment.” 


e oe e 

He cites examples of the beneficial 
cooperation between the estate plan- 
ning quartet of agents, lawyers, trust 
officers and accountants. After a 
Cleveland agent prepared a thorough 
estate analysis for a businessman who 
operates a profitable oil business, the 
agent recommended that the business- 
man consult his attorney and trust 
man to formulate a plan that would 
carry out his intentions. When the 
attorney and trust man finished their 
studies of the estate, they recommended 
that the client purchase a $65,000 life 
policy. Thus the agent sold a substan- 
tial policy, the attorney received legal 
business and the bank became executor 
and trustee of a $400,000 estate with 
growth possibilities. 

A bank customer’s estate plan had 
become inadequate because of changes 
in the law. Therefore, the trust officer 
recommended he consult his attorney 
about the advisability of reviewing his 
estate plans. When the attorney and 
the trust officer had completed their 
study, they advised their client to con- 
sult his agent to obtain the insurance 
necessary to complete his new plans. 
As a result, the client purchased a 
$50,000 policy. 

-_ s e 

Another businessman had his ac- 
countant check his estate plan to see if 
it seemed adequate. Because of certain 
inadequacies in the plan, the account- 
ant thought the trust officer and at- 
torney should be brought into the pic- 
ture. After they studied the case they 
recommended that an agent be added 
to the team studying this estate. Once 
again each member of the estate 
planning quartet was contributing his 
particular knowledge to the solution of 
the problems involved in a large estate. 

Mr. Mills, who recognizes that such 
examples are not peculiar to Cleve- 
land, points out that in each example 
a different member of the estate plan- 
ning team was responsible for con- 
tacting the other member. 

M. Mills writes that attorneys are 
needed as members of the team because 
agents and trust men cannot practice 
law. Accountants are needed to guide 
the business man through the govern- 
ment regulations and tax maze. 

One unidentified agent is quoted as 
saying that prior to the organization of 
his council agents were frequently 
frustrated in recommendations for in- 
surance to the other professions! Such 
is not the case today. He finds that the 
agents now can go to the attorney or 
trust officer and receive the finest co- 


operation. This results in more sales 
which are more easily made. 

The vice-president of the First Na- 
tional Exchange Bank of Roanoke, Va., 
Paul Stonesifer, writes that the agents 
who were asked to join the Roanoke 
council were selected because of the 
agents’ interest in estate planning. 
Unable to obtain nationally known 
speakers, he says the council, never- 
theless, has programs in which the 
members are intensely interested. At 
each meeting the council presents a 
problem and the members discuss it. 

In Chicago, the council, which has a 
membership of 200, is not planning to 
admit any more agents until the coun- 
cil has five or six C.P.A.’s as members. 
At present, it has 132 agents, 36 trust 
officers, 29 attorneys, one university 
professor and one actuary. The coun- 
cil feels this is a slightly lopsided 
membership roll. 

Robert MacDonald, vice-president of 
the Girard Trust Corn Exchange Bank 
of Philadelphia, says that the bank’s 
estate planing sessions for agents has 
“brought some headaches. These head- 
aches are of a minor nature when com- 
pared to the favorable factors and re- 
sults. Hundreds of thousands of dol- 
lars of new insurance has been sold 
every year to the advantage of the 
policyholders and the agents. Millions 
of dollars of new trust business has 
been written for men who had no pre- 
vious conection with our company. 
Moreover, we have several hundred, 
as it were, salesmen constantly recom- 
mending the company.” 

e e ° 

Mr. Mills mentions that an out- 
growth of the Cleveland council has 
been the Cleveland Assn. of Estate 
Analysts. He describes it as “a work- 
ing organization of men concentrating 
on estate analysis in their daily busi- 
ness.” This group, composed of men 
thoroughly trained in one of the availa- 
ble estate planning courses, meets once 
a month. The members employ the 
case system or hear outstanding 
specialists. 

There is increased cooperation be- 
tween the quartet today, a cooperation 
that Mr. Mills says exceeds the expec- 
tations of 10 years ago. It results from 
the recognition that estate analysis is 
the best means of selling both trust 
service and life insurance in all cases 
involving substantial assets. 


Driscoll Signs N. J., Bill 


Gov. Driscoll has signed the measure 
which gives the New Jersey supreme 
court chief justice authority to ap- 
point six public members to the Pru- 
dential board. The new law applies to 
any mutual life company in the state 
which has at least 10 million policy- 
holders. 

The first six public members to be 
appointed are to be Prudential policy- 
holders. The size of the board is set at 
23 members. 








Mutual Benefit Essay Winner 

Wayne Koene, Kiel, Wis., is winner 
of the $1,000 U. S. government bond 
offered as first prize in the national 
high school essay contest conducted by 
Mutual Benefit Life. More than 10,000 
students entered the contest which had 
as its subject, “How I Would Use 
$1,000 in My Personal Plans for the 
Future.” Additional prizes of from $25 
to $500 were awarded. 
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there was evidence of a pecuniary interest or one “engendered by love and 
affection” and both the applicant and the beneficiary were required to have 


an insurable interest. 


GLEN MEYERS, 50, vice-president and actuary of Federal Life, died at his 
home in Park Ridge, IIl., late this week. He had been in ill health since last 
December but was able to return to the office occasionally until a kidney condi- 
tion developed which confined him to his home for the past several weeks, 
after being releasd from St. Francis hospital in nearby Evanston, Ill. Joining 
Federal Life some 20 years ago as assistant actuary, Mr. Meyers was soon 
named associate actuary, and in 1939 he became vice-president and actuary. 





be “Finding the Man,” a report on suc- 
cessful recruiting methods he has ob- 
served in use throughout the country. 


Otto Elder New President 
of Chicago Claim Group 


Chicago Claim Assn. this week 
elected Otto V. Elder, American Serv- 
ice Bureau, as the new president to 
succeed G. Blair Hiser, United. J. C. 
Stange, Travelers, is vice-president; 
Charles Strezo, Sterling, secretary; C. 
M. Karolewski, Washington National, 
treasurer. 

Association speaker was C. O. Paul- 
ey, managing director of H. & A. Un- 
derwriters Conference, who showed by 








Travelers Makes Group, 
Field Supervisor Changes 


Travelers has appointed Robert E. 
McCubbin, Fred M. Triece, Jr., and Ro- 
bert E. Vigneau as group supervisors 
at Houston, Charlotte. and Cincinnati, 
respectively. It has transferred group 
supervisors H. C. Trent from Charlotte 
to Baltimore, R. J. Finn from New 
York City to New Haven, James B. 
Tueker from Atlanta to Birmingham, 
and W. R. Primm, Jr., from Birming- 
ham to Jacksonville. 

M. W. Dunlevie is transferred from 

Atlanta to Jacksonville and A. G. Cure 
from Jacksonville to Boston. Both are 
assistant managers. J. W. Griffith goes 
from Oklahoma City to Little Rock and 
B. F. Olsen from Oklahoma City to 
Columbus, O. They are field supervis- 
ors. L. V. Wilson, agency service repre- 
sentative at Brooklyn, becomes field 
supervisor there. J. A. Pinchback is 
reappointed field supervisor at Atlan- 
ta, having returned from military serv- 
ice. 
Appointed field supervisors are D. 
E. Doyle, M. F. McHugh and J. R. Van 
Wagoner, Jr., at New York City; H. S. 
Massie Jr., Richmond; E. T. Brousseau, 
Toledo, W. C. Pritchett, Jacksonville, 
H. E. Cumberland, Oklahoma City, R. 
G. Bruce, Los Angeles, A. E. Beddow, 
Houston, O. S. Strand, Denver, and M. 
O. Moore, Jr., Little Rock. 

Appointed agency service represent- 
atives are J. E. Shurtleff at Cleveland, 
J. Joseph Glover, Washington, D. C., 
A. H. Graham, Oklahoma City, R. F. 
Johnston, Chicago, and A. B. Pearson, 
Nashville. 


Collins to Guardian Life 


William S. Collins has been appoint- 
ed manager of the Collins agency of 
Guardian Life at New York City. Mr. 
Collins, whose appointment is effective 
June 1, joins Guardian from Union La- 
bor Life, where he was agency vice- 
president. 

He entered life insurance as an agent 
for Penn Mutual in New York City in 
1938 and two years later became a field 
supervisor or Union Labor Life. In 
1944 he was appointed branch office 
manager there and was elected agency 
vice-president in 1950. 


Lescure to Supervise Agents 


George E. Lescure, Jr., formerly spe- 
cial agent at Hopwell, Va., for Atlantic 
Life, has been named supervisor of 
agents for Virginia with headquarters 
at Richmond. Mr. Lescure joined At- 
lantic Life in 1946 and in 1951 was 
appointed special agent. 


R. E. Myer Mutual April Leader 
The R. E. Myer agency of Mutual 
Life at New York was the company’s 
national leader in April, both in sales 
volume and number of policies sold. 


Porter Joins Detroit Mutual 

Ernest R. Porter, formerly director 
of the actuarial division in the Michi- 
gan department, and who also has 














served as senior examiner in the Indi- 
ana department, has become associate 
actuary of Detroit Mutual, which 
writes ordinary and industrial life and 
A. & H. insurance. 


C.F. Pease Made Montana 
Manager for Prudential 


Clarence F. Pease has been promoted 
to manager of the 
Montana agency 
of Prudential. He 
will have head- 
quarters at Bil- 
lings. 

Mr. Pease has 
been in charge of 
the San Bernardi- 
no agency since 
1950. An air force 
veteran, he joined 
Prudential at Pas- 
adena in 1947 and 
was advanced to 
assistant manager 
there in 1950. He 
is president of Orange Belt Life Un- 
derwriters Assn. 


Russell Meets Club Members 


Frederick D. Russell, president of 
Security Mutual Life of Binghamton, 
conferred with 19 general agent mem- 
bers of the company’s Million Dollar 
Agency Club during a day-long gath- 
ering at Hershey, Pa. 

Other company officers on hand 
were Norman T. Carson, agency vice- 
president, and Robert E. Richard, su- 
perintendent of agencies. 


Liberalize Cal. UCD 


The California house finance and 
insurance committee has approved a 
liberalization of the unemployment 
compensation disability bill which 
raises maximum payments from $30 
to $35 a week and increases hospitali- 
zation payments from $8 to $10 a day 
for 12 days. Organized labor wanted 
$40 a week payments. If the bill gets 
through the house and is approved by 
the senate it will be effective Jan. 1. 


Phila. CLU’s Slate Barr 


Nathan C. Barr, manager of Pruden- 
tial, has been nominated to serve as 
president of Philadelphia C.L.U. chap- 
ter. 

Others nominated for election at the 
June 25 annual meeting are M. Roos 
Wallis, general agent Equitable Life of 
Iowa, vice-president, and A. Seltz, 
Equitable Society, treasurer. 





Clarence F. Pease 














Pioneer Mutual Names Larsen 

J. E. Larsen has been named mana- 
ger of the disability claim department 
of Pioneer Mutual Life, succeeding the 
late Walter Fearn. With the company 
since 1924, Mr. Larsen for a number 
of years has been assistant manager 
of the department. 





Leland to Talk on Recruiting 
Lawrence Leland, superintendent of 
agencies of American United Life, will 
be the speaker before the meeting of 
Indianapolis Assn. of General Agents 
& Managers May.18. His subject will 





illustration how the claim man exerts a 
potent influence on public relations. 
Mr. Pauley, who is retiring June 1 as 
conference director, was the founder of 
Chicago Claim Assn., and the group 
presented him with a handsome bDill- 
fold. 





Eldridge Named at Salt Lake City 

Don C. Eldridge has been named 
home office agency supervisor for Pa- 
cific National Life. He will have his 
headquarters at the home office in Salt 
Lake City. 





Wetherel Joins Shield Life 

Ralph Wetherel has been named gen- 
eral agent at Fort Worth for Shield 
Life. Before entering the business sev- 
eral years ago, Mr. Wetherel was dean 
of men at Texas Christian University. 








Convention Dates 


May 20-22, Canadian Life Insurance Officers 
Assn., annual, Seigniory Club, Montebello, 
P. Q. 

May 22, Assn. of Insurance Advertisers, 
Palmer House, Chicago. 

May 25-26, Life Office Management Assn., 
spring conference, New Ocean House, Swamp- 
scott, Mass. 

May 28-29, Kentucky Life Underwriters 
Assn., annual, Brown hotel, Louisville. 

June 3, Fraternal Actuarial Assn., Nether- 
land Plaza hotel, Cincinnati. 

June 4-5, Society of Actuaries, Hotel Nether- 
land Plaza, Cincinnati. 

June 8-12, National Assn. of Insurance Com- 
missioners, annual, St. Francis hotel, San 
Francisco. 

June 14-26, American Life Convention, life 
officers investment seminar, Beloit College, 
Beloit, Wis. 

June 18-20, American Life Convention, medi- 
cal section, the Greenbrier, White Sulphur 
Springs. 

June 29-July 1, International Assn. A.é&H. 
Underwriters, annual, Edgewater Beach hotel, 
Chicago. 

June 29-July 2, Million Dollar Round Table, 
annual, Greenbrier hotel, 
Springs. 

Aug. 19-22, Federation of Insurance Counsel, 
Bedford Springs hotel, Bedford, Pa. 

Aug. 24-28, National Assn. of Life Under- 
writers, annual, Cleveland. 

Sept. 14-16, Internatiors! Claim Assn., an- 
nual, the Sagamore, Bolton Landing, Lake 
George, N. Y. 

Sept. 14-17, National Fraternal Congress, 
Baker hotel, Dallas. 

Sept. 20-24, Assn. of Superintendents of In- 
surance of the Province of Canada, Charlotte- 
town hotel, Charlottetown, Prince Edward Is- 
land. 

Sept. 21-23, Life Office Management Assn., 
annual, Netherland Plaza hotel, Cincinnati. 

Sept. 21-24, National Negro Insurance Assn., 
Miami, Fla. 

Oct. 5-8, Bureau of A.&H. Underwriters, an- 
nual, Seigniory Club, Montebello, Canada. 

Oct. 5-9, American Life Convention, annual, 

October 8-10, Life Advertisers Assn., annual 
meeting, Hotel Statler, Boston. 

Edgewater Beach hotel, Chicago. 

Nov. 3-4, H.&A. Underwriters Conference, 
underwriting forum, Edgewater Beach hotel, 
Chicago. 

Nov. 5-7, Institute of Home Office Underwrit- 
ers, annual, Edgewater Beach hotel, Chicago. 

Nov. 9-13, L.I.A.M.A., annual, Edgewater 
Beach hotel, Chicago. 

Nov. 30-Dec. 4, National Assn. of Insurance 
Commissioners, midwinter meeting, Sans Souci, 
Miami Beach, Fla. 

Dec. 8-9, Life Insurance Assn., annual, Wal- 
dorf-Astoria, New York. 

Dec. 10, Institute of Life Insurance, annual, 
Waldorf-Astoria, New York. 
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Hancock Develops 
“Skill File” on 
Employes’ Aptitudes 


BOSTON—To promote its progran 
of developing talent from within it 
own ranks, John Hancock has had | 
group of interviewers from the pe. 
sonnel department gathering data q 
employes having special skills and ap. 
titudes, This survey has already coy. 
ered more than 3,000 home office em. 
ployes through short interviews base 
on an employe questionnaire. 


When this information has all beg 
tabulated and recorded, it will enabk 
the company to draw on its own re 
sources and give first consideration t, 
those possessing the required Skills 
abilities, and aptitudes. Through this 
“skill file’ more emphasis can fy 
placed on the company’s policy g 
training, development and promotig 
from within. The plan is designed t 
benefit both the company and the em. 
ploye by recognizing and utilizing abjj. 
ities to the utmost. 


Concurrently, home office employes 
are being offered the opportunity t 
complete the Activity Vector Analysis 
form described in THE NATIONAL Uy. 
DERWRITER. This analysis, according t 
the company, is designed to indicate 
broad fields of activity for which ap 
individual is likely to be best suited 
The employment office has been using 
the A.V.A. as a guide in placement of 
its new employes since last April and 
the personnel desires to give the same 
consideration to all home office em- 


RECORDS 


Western States Life of North Dakota has 
passed the $50 million life insurance in force 
mark. New business for the first four months 
of 1953 exceeds that of any similar previous 
period. 


Equitable Life of Iowa reported a 26.1% 
gain during April in new paid-for business 
over the corresponding month of 1952. The 
April, 1953, total was $10,926,471, an in- 
crease of $2,261,870 over April, 1952, bringing 
the total for the first four months to $42,- 
504,403, representing a 6.7% gain over the 
er —- of oo Insurance in 
orce increas oO a new high of $1,254,297,- 
950. The New York City agency a neat 
— was the nationwide leader during the 
month. 


Connecticut Mutual recorded an_ increase 
of 44.5% in new life business last month over 
April, 1952. A gain of 24.3% in new business 
oa noted by the company for the year 
o date. 


Production for Northwestern Mutual Life 
for April totaled a record $42,593,000, an 11% 
gain over April of last year, and the com- 
pany’s 15th consecutive monthly gain. Busi- 
ness for the first four months reached $178,- 
313,000. 


State Mutual Life April paid for business 
was 12% ahead of that for the same month in 
1952. The St. Paul agency headed by Loane 
J. Randall was April leader. 


_Life sales by National of Vermont for the 
first four months of 1953 totaled $49,056,119, 
an increase of 9.53% over the corresponding 
period of 1952. Premium income showed a 
gain of 8.46%. New paid business for April 
totaled $12,887,788, an increase of 31.46% 
over April, 1952, and premium income rose 
18.91%. The company’s Chicago agency 
ranked first in volume of paid business for 
the first four months of this year. 


Great-West Life had more than $25 million 
of new business during April, the 15th con- 
secutive month in which new business ex- 
ceeded that for the corresponding mon 
of the previous year. Leading individual 
agent was C. C. Bramer, Newark, with pro- 
duction of $290,000 and leading agency was 
the Earl M. Schwemm organization, Chicago, 
which chalked up its fourth consecutive 
month of more than $2 million production. 


Jefferson Standard Life reported sales for 
the first three months of the year of $38,- 
978,257, which exceeds the first quarter of 
last year by more than $4 million, an_in- 
crease of 12%. Insurance in force increased by 
more than $24 million and now exceeds $1,- 
160,000,000, a new high. The directors de- 
clared a dividend of 20¢ per share payable 
May 4 to stock of record April 29. 
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Le | THEY DIDNT REST 


on Their Laurels in *52 


Liberty Life representatives made 1951 
our best year—and in every respect they 
kept up the pace last year. 
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Here are the results for 1952: 


INSURANCE IN FORCE .. . $538,546,771 
(A Gain of $51,856,447) 


Babact 
alance S$ Pre 
TOTAL RESOURCES $63,714,114 


the easier the progress. (A Gain of $6,560,062) 


Fidelity is These advances further strengthen the com- 
pany’s position in the Southeast, both as a 
a well-balanced company. financial institution and organization of service. 
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Why? Probably because there is something about a 
clipping most of us can’t resist. 

It was that “something” we here at North American had 
in mind in creating our “Minute Mailer”—new pre- 
approach tool for Nalacs who like to warm up their 
prospects in advance. 

Messages relate to popular markets—social security, re- 
tirement, income replacement. They are set up to simu- 
late clippings from the business section of the newspaper. 
Underwriter has only to select suitable “clip”, put it into 
the Minute Mailer folder, tuck his card in and—preste— 
there it is, an intriguing, hard-hitting picce of mail, all 
set to do a job for him. 


NORTH AMERICAN 


N Life and Casualty Company 


Founded 1896 
HOME OFFICE: MINNEAPOLIS, MINNESOTA 


H. P. SKOGLUND, President 
J. E. SCHOLEFIELD, Vice-President 
Director of Agencies 
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3. NET LEVEL PREMIUM RESERVES 
4. A STRONG SURPLUS 


Mutual Trust is soundly and economically 
managed for the benefit of its policyholders 
ona purely mutual basis with a strong general 
agency force operating in a stable territory. 
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Ill., Ind., ta., Mich., Minn., N. D., Ohio, Wash., Wis., 
N. Y., Conn., Me., Mass., N. H., N. J., Pa., R. 1., Vt., Cal. 





Exceptional Field Opportunities Available... 
Write to 
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LIFE INSURANCE CO. 
| | \ 135 South LaSalle St., Chicago 
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“Well, listen to this! Harriet’s going to stay 
right here in town—right in her own house! 
And she’s not going to have to go to work! 
She told me so this morning. She said 
George’s insurance not only paid off the bal- 
ance of the mortgage but is giving her a reg- 
ular monthly income, too! And she said young 
George is going to be able to finish college 
. . « What's that? . . . Oh, I know! Harriet 
would be lost if she had to move away—and 
young George is doing so well it'd be a shame 
if he couldn’t finish. That George! I always 
did admire Harriet’s husband—and now more 


than ever.” 





Respect for a job well done—a job engineered by one 

of the many talented, persevering life underwriters 

who know that the cost of negligence is paid in deprivation. 

What other profession so certainly results in happiness 

for others—in satisfaction for one’s self? 7 1853» 
- lina Nits 
( Centennial ) 


1953 


ETNA LIFE INSURANCE COMPANY 


HARTFORD 15 CONNECTICUT 





